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In Dealers’ Hands on July 1 | 
Show Slight Seasonal Gain 


However, Total of 304,000 Compares With 390,000) 
For Corresponding Period Last Year, 


| DURING JUNE OF CARS, 


EW YORK, July 21.—In line with expectations, stocks | MONTREAL, Que. July 21.—Pro- 

of new passenger cars in the hands of retail dealers| 
on July 1, 193 
as of June 1, according to an estimate made by the Auto-| 
motive Daily News on the basis of production, domestic and| 
export sales in June. The July 1 stocks approximated 304,-| 
000, an increase of 2 per cent. over 298,000 on June a 

The total of 304,000 for July 1¢—- 


sponding date of baat year, « oe-|HOWE SAYS RECKONING 
ON SPEED PRICE MUST 


duction of automobiles in Can- 


minion Bureau of Statistics. 
output was at the rate of 228 cars 
| per day, and compares with a daily | 
average of 411 cars in May, and of 
503 cars in June a year ago. 
Comparison of June, 1931, figures 
| with those of the previous month 
shows that the decline was general | 
for all types of cars, passenger cars|} 


cline of 22 per cent. The 298,000 
estimate for June 1 is a revised fig- |, 


ure, replacing the 300,000 estimate 

made at the close of June. The BE MADE EVENTUALLY | cropping to 5,583 from 10,621, and | 
allowance for exports of passenger ; trucks to 1,252 from 2,117. 

cars from the United States in _ | Customs records for June, 1931, 
June was too small, having been EW YORK, July 21—Automobiles showed that 647 cars. were imported 


into Canada, and that 1,084 were 
exported during the period. 


$49,000,000 DECREASE 
IN FIRST HALF ORDER 


placed at 14,000, as against an ac- 
tual total of 16,000. This reduced 
stocks by 2,000. 

Although estimates as to used car 
stocks have little actual basis, it is 
believed that June saw some reduc- 
tion and that these inventories con- 
tinued to be about normal. Sales 


of greater luxury and power are 
gaining favor, according to Dr. Har- 
rison E, Howe of the American 
Chemical Society, who points out 
that the price of speed made pos- 
sible by chemistry and engineering 
must eventually be reckoned with. 


when they were estimated to have 
been at the same total. As of Feb- 
ruary 1, stocks reached the lowest 
point for the year, that is, for any 
first day of the month, the esti- 


of today makes | nounced today. 

'no pretense of over ten or ten and} Sales billed for the six months of | 
/one-half miles per gallon, and if| 1931 amounted to $141, 180,091.13 | 
you must have a higher number of| compared with $197,229,346.82 for 
cylinders, of course you are expected| the corresponding period last year 


model. A popular ‘8 





(Continued on Page 7) (Continued on Page 7) 








| Profit available for dividends on | 
'common stock for the first six 
profit available for common stock 
a the six months is equivalent to) 
ard Motor Car Company for the second quarter indicate}. quartely dividend is 40 cents 
that the organization closed the first six months of 1931 la share, 
| 750 at the end of 1930 and with} 
$5,528.837, or 36 cents a share. | 88,408 a year ago, an increase of 
~ -” 
Tulsa, Okla., July 21.—Daily 


months of 1931 was $21,523,722.88, 
Late News Flashes | cents a share in 1931 and $1.01 
with a minor loss. Most of the cost of producing the new| The stockholders to whom the 
* | 50 per cent. over a year ago. | 

crude oil in the United States for the week ended July 18 


compared with $29,273,276.14 for the | 

first six months last year. The | 

Detroit, July 21.—Preliminary figures from the al share in 1930 on the 28,845,927 

‘ shares outstanding in both periods. 

line of cars was charged off in the first half. Last year) JY dividend is to be distributed 

| total 133,163, compared with 116,- 
Packard closed the first six months with a net profit of | 
average production of | 

was 2,430,693, a decrease of 108,287 barrels, according to the. I ‘ODAY 

Oil and Gas Journal. 
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Youngstown, 0O., July 21.—The Republic Steel Corpo-| | Reitoriats “Dealers Free bap weary | 

. ee ccc ec es eceeeeecenee® | 

ration is operating its tin plate mills in the Warren plant oujendar of ‘sanehins eae ae 4 


| Milwaukee Ford dealer finds active 

: , mn - .™ . : interest in affairs of community | 
_ New York, July 21.—The Briggs & Stratton Corpora- helps sales Page 6 
tion today reported for the first half of 1930 a net profit of | Contacts with attendants of filling 
$320,042 after all charges, equal to $1.06 a share, as com-| ‘Stations helps Texas dealer sell 


at 44 per cent. of capacity this week. 
* 


of used cars have continued at “If your memory is long enough, ; FOR GENERAL ELECTRIC |= 
a satisfactory pace, according tO you will recall that about four or| 
surveys conducted by Automotive) five cars ago you expected and got! 

Daily News in all parts of the’ from eighteen to twenty miles per | GCHENECTADY, July 21.—Orders | 
country. gallon of gasoline,” Dr. Howe Says. | received by the General Elec- | 
Estimates of used car stocks in| “The car that followed did not do; : Tos 
the hands of retail dealers at the! quite so well. Perhaps it gave you| tic Company for the first six 
beginning of this year ranged from’ fifteen | months of 1931 amounted to $141.- | 
600,000 to 800,000 units, “You were persuaded that it WAS | 498 978, compared with $190,313,758 

When new car inventories on only fair to expect twelve on the} as 
June 1 touched 398,000 they stood! next car, and this became eleven| for the correspondins period 
at the same point as January 1,’ when you traded it in for a newer | year, Gerard Swope, president, an- 


lalso an 










a fo RD: syle sake theses P: 
pared with $2.07 in the first six months of 1930. etna Games cae a 
- > : a : | OD sANeapcencvnauens P 3 
Chicago, July 21.—The Perfect Circle Company reports) pacineerine news soe al 
a net income of $494,662 for the first half of 1931, after REFERENCE TABLES 


charges, depreciation and taxes, equal to $3.04 per share ‘Passenger car equipment and ac- 
and comparing with | with $2. 26 a a share | in same period of 1930. Page 12 
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New Passenger Car Stocks | Automotive Leaders’ Feel Prices 
Stabilized for Imme diate Future 


‘CANADIAN PRODUCTION | Another Group of Leading Executives in Passenger 
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Car Field Express Their Views on the Likeli- 
hood of Price Revision Upward 


a Decline of 22% | TRUCKS MARKED DROP 


EW YORK, 
remember 


July 


21.—Some days ago, our readers will 
we presented the first installment of opin- 


ions sent us by leading executives in the passenger car field 


- — 


‘WESTINGHOUSE SALES 
| DEPARTMENT REBUILT 


AS EFFICIENCY MOVE: 


ISBURGH, July 21.—J. S. Tri- | car. 


| pir 


tle, 
| manager of the Westinghouse Elec- 


tric and Manufacturing Company, 


announces the appointment of T. J. 





research analysis; M. B. Lam- 
nerd sales manager 
transportation department; 
Stroman, 
industrial 


Oo. F. 


department; 


vice-president and general | 


Pace, assistant to vice-president in 
oe of general market planning | 


sales manager in charge 
and R. 


, showed a slight increase over the inventories] ada during June totaled 6,835, in-| regarding the possibility of present car prices being revised 
| eluding 5,583 passenger cars, and| upward during the next few months. 
1,252 trucks, according to the Do-| News has felt that when materials prices 
This | upward, it may quite easily be that they will perforce 


Automotive Daily 
begin to climb 
-arry 
* vehicle prices with them 

In spite of the fact that increased 
demand and production may help 
| the situation, this newspaper has 
it~ that there will be a period when 

he increase in production will not 
on been large enough to compen- 
Sate for the increased costs of the 
|materils that go into building the 
We are now printing another 
;8roup of opinions from important 
| automotive executives, and it is to 
| be noted that a majority of these 
leading officials feel tht while there 
is a possibility of higher prices later 
on in the motor vehicle field, noth- 
jing is likely to happen along this 
| line in the immediate future. 


Lack of Volume Will 
Stiffen Prices 





in charge of | 


> Neal, sales manager in charge of | 


central station department. 
In doing so, he _ stated that 
changed economic conditions 


quired constructive 
all departments, so 
pany could more 


gressive development for 
of all industries. 


“Modern business conditions,” 


(Continued on Page 2) 


re- | 
realignment of | 
that the com- 
effectively serve 
| its thousands of customers and at 
last! the same time carry on more pro- 
the needs | Attempting at this time to get more 


By H. H. FRANKLIN 

President Franklin Automobile Co. 

Answering your letter of July 10, 
the indications are that prices in 
the passenger car field will stiffen. 
Present prices are volume prices. 
The industry is not going to oper- 
ate on 1929 levels for some time. 


volume by lowering prices involves 


too much risk. In the main, it is 
' 


(Continued on Page a) 


‘New Jersey Dealers Report — 
Used Car Sales Holding Up 


ewark, N. J., July 21.—Car deal- 
ers and distributors in New Jer- 


|sey report used car sales holding up | 


well, despite considerable rainy | 


weather. 

Claude Holgate, secretary-man- 
ager of the Newark Automobile 
Trade Association, reports: 

“Used car sales for the month of 
June just about parallel those of | 
the previous month. There has 
been a noticeable drop in stocks on 
hand, about half of this drop being | 


;cars that dealers had been carrying | 


as stock and have now reported as 
‘junkers.’ 

“At the present time 
to be a seasonal slowing of business, 
but there is certainly an improve- 
ment in buying sentiment, and it is 
encouraging to note that there 
improvement in the atti- 
tude of the public toward the entire 


| general business outlook.” 


Edward J. Foley, president of the 
trade association and head of the 


Foley Chevrolet Sales, Newark, dis- | 


cussing conditions, says:— 

“In our organization we did not 
the effects of 
| last year until June, with the result 


‘that the first five months | were nor- ! 


there seems | 


is | 


the depression | 


male. Yet, to date this year, we 
| have sold more Chevrolets than we 
did last year. We went ahead of a 
normal month, indjeating a return 
to normalcy, at least so far as we 
| are concerned. 

‘From the standpoint of Chevro- 
| let business,” said Mr. Foley, “we 
are doing more business than we 
lever did. This fact is significant, 
| because New Jersey first felt the 
| effects of the stock market slump, 
| and it appears to be, appropriately, 
| the first to recover. 

F. A. Russell, owner of the Russell 
| Chevrolet dealership in New Bruns- 
wick, stated that business has in- 
| creased amazingly this year. He 
| Stated that its sales so far have 
'shown a 35 per cent. increase over 
sales for the same period last year, 
and he produced some figures to 
show that, the May sales in 1931 
;more than doubled those of May, 
1930. ~ 

Mr. Russell believes that the de- 
pression is practically over and that 
| all that is needed at present is a 
—— of confidence. 

. Russell is of the opinion that 


Continued ¢ on Page 11) 





The Rise of DeVaux—A Success Story of Today—See Page 3 









Passenger Car Price 
Stabilized, Leaders Assert 


(Continued from Page 1) 


not price that is keeping buyers out 
of the market, 

The only way lower prices can be 
obtained is through new models de- 
signed for those prices. The heavy 
drag on prices today is floor space. 


Much Depends on 


Competition 

By WILLIAM J. M’ANEENY 
President Hudson Motor Car Co. 

It would be difficult, indeed, to 
prophesy the trend in prices for 
1932, Present volume would indicate 
@ necessary increase. Compeition 
may not allow it. Material costs are 
very low with no present indication 
of an upward revision. 


Sees No Price Upturn in 
First Half of 1932 


By W. S. KNUDSEN 
President and Gen. Mgr. Chevrolet 
Motor Car Company 
What 1932 will bring, in the mat- 
ter of material prices, is rather 


early to forecast; generally, I would | 


say that your logic is sound, but I 
do not personally believe that there 
will be a sharp upturn in commodity 


prices during the first half of 1932. | 


Present Prices to Continue 


Through 1932 


By J. A. BOHANNON 

President Peerless Motor Car Corp. 

I frankly believe that present 
prices will continue throughout 1932. 
Commodity prices are probably go- 
ing to stabilize themselves some- 
where in the neighborhood of their 
present levels and will consequently 
remain still much less than the 
prices that establiched the 1929 
automobile manufacturing costs. 
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s Are 


| WESTINGHOUSE SALES 
DEPARTMENT REBUILT 


| (Continued from Page 1) 


| crobler do this have other serious! 


problems to face. 
tween the cost of manufacturing | stant market planning, research and 


land the sales price ‘s likely to nar- | 2Malysis of the highest order, thus 
|row with keener competition. Sales; ™a@king it possible for management 
| cost in the past has unquestion-|t© foresee business trends and 
lably been excessive and wasteful. | @uickly adjust itself to business re- 
The used car basis of trading has | Guirements and give better response 
also built up a false premise in |to all of its customers, and operate 


the minds of the public and must; More efficiently. 


undoubtedly be corrected. | “The management has 
‘ |conducted a thoroughgoing com- 


Another executive, president of a |™erciabh research and market analy- 


leading passenger car manufacturer, | SiS. and _ studies in more efficient 
has written us, as follows, though | selling effort and has been actively 


requesting that he be not quoted at! realigning all major departments, 
the present time:— |engineering, production and sales, 

“My personal opinion is that |C0-ordinating all functions to more 
manufacturers in the main are tak- | effectively respond to industry trade 


l|ing advantage of every price con- | requirements, as well as all other 
/cession and are selling automobiles | “!@sses of customers.” , 
on a scale of prices that cannot} Mr. Pace has been since 1926 di- 
be met if materials should advance |'¢ctor of sales. He joined Westing- 
to any degree, and it would not sur- |house Electric in 1902 when the 


ise me if the prices ‘ Manhattan General Construction 
va > SNe BENets Of auLeMONNE | Company, of which he was assistant 


would mov yard ‘i ‘ly | 
part of 1989 in aa ae ne carly | general manager, was absorbed by 


increased demand and hi - prices | the Westinghouse company. 
Rea ee raterinig ™ Bigher prices | "Mr. Neal has been with the West- 


inghouse company since 1910. 
PIERCE-ARROW EARNINGS 
SHOW DROP FOR QUARTER , to keep in close touch with the cen- 


; tral station industry, particularly 
New York, July 21.—Earnings of | with its new projects and changes 
the Pierce-Arrow Motor Car Com-| jn trends of business 
pany and subsidiary companies dur- | ba ti 
| ing the second quarter were insuffi- a So 
cient to cover preferred and Class 
A dividend requirements for the 
period, it is shown by the company’s 


| Westinghouse company of the need 


dent and have charge of.the sale of 
Westinghouse products to all in- 
‘jane @uaedel waa | dustries throughout the _ United 
. al , satement States, except the transportation 

made public today. Net profits/and central station industries. 
|available for dividends for the} wr. Stroman has been associated 
| period totaled $115,262 as against | with the Westinghouse company 
| $156,562 of dividends paid. since 1903. F 
| For the six months ended June| mr, Lambert has spent his entire 
| 30, the company showed a balance | working life in the transportation 
world. Previous to joining the 





The spread be- ;continued Mr..Tritle, “require con- | 


quietly | 


His | 
new post is a recognition by the| 


| will report direct to the vice-presi- | 


| Of $59,274 after dividend payments. 
Net sales during the first six months 
totaled $8,053,401 as against $12,511,- 


In many instances the result is 
ruinous in selling automobiles today. 
nay — — ee 848 for the same period last year. | 
ison te a 7 ia} | 1¢ is shown that 2,987 vehicles were 

q y cans 01 specia'| sold during the period as against 
allowances, as conditions become | 4 596 last year. Net profit on sales 
more normal, this sort of pricing | a mounted to "$370 769 as against 
= be omeed. wueiee gy pen $998,155 ne _ 
or used cars is also in the same ee : 
category, and cannot continue. This | ae ae of the company as} 
all amounts to saying that in many, “ June aon $1,074,243, a de- 
if a. the majority of cases, auto-| Same. date of ‘the ae a3 
ag a — Current assets totaled $6,386,172 as 
they are priced, and it is my opinion | against current liabilities of $2,142,- | 
that if the manufacturer and dis- | 976. 
tributor did realize in full their | | 
present prices, there is no need now,,; STANDARD ADDS ANOTHER | 
nor in the immediate future, for; Kearny, N. J., July 21.— Tom's 
price increases. |Service Station, 715 Kearny Ave., has | 

This particularly applies to com- | been leased for one year at one cent | 
panies strong enough to maintain!/a gallon to the Standard Oi] Com-| 
a reasonable volume. Those that! pany. 








Anew franchise | 
in the volume 


truck field 


Almost overnight Reo’s§ 
truck $625 has 
the 1931 profit 


picture for many dealers. 


new alt 


changed 


From coast to coast, truck- 
users are registering their 
enthusiastic verdict in 
terms of orders. Your own 
territory teems with pros- 
pects. Let us prove it. Let 
about Reo’s 


Special Truck Franchise 


us tell you 
(with regular dealer dis- 
counts), which opens to- 
day’s most active market 


Four-eylinder$625 , Six-cylinder $726 
Chassis f. 0.6, Lansing, Michigan 
Dos! Wheels Extra 


to you. This coupon is for 





your convenience. Mail it! 


REO MOTOR CAR CO., Lansing, Michigan ADN722 

Please send me at once — either by letter or through your representative — 
details of the Keo Special Truck Franchise. 
Name : 


Address 


~~ (City) (State) 


llast year to become president 
| Plymouth. Mr. Cowling has been | 


Westinghouse Company in 1900, he 
spent some years in the operating 
service of New York district rail- 


ways. 


COWLING REPORTED FORD 


GENERAL SALES MANAGER | 


Detroit, Mich., July 21.—While it 





AUTOMOTIVE DAILY NEWS, WEDNESDAY, JULY 22, 1981 


AS EFFICIENCY MOVE, 


| 


| 
} 
| 


| 
| 












Col. Hall's Theory 
Challenge for Supremacy 


* * * 


Analyzing Owner's 
Pocketbook 


Chris Sinsabaugh—Detroit Editor 


OUNDS rather contradictory, doesn’t it, to say that, while 
the engineer designing a low-priced car must watch the 
pennies, yet he cannot afford to economize on the material 
he puts into that automobile? Yet that’s just what the 
theory Col. Elbert J. Hall works on and which he has prac- 
ticed so effectively in the production of the De Vaux six, 
which is making such a determined and successful bid for 
public approval in the low bracket. 

I’m about as technically inclined as Paddy’s pig, yet the 
other day, when I slipped over to Grand Rapids, it was com- 
paratively easy for my lay mind to follow the vocal blueprints 
of Col. Hall. When he finished, I had a ready appreciation of 
the problems that confront the designer of the low-priced 
(not cheap, mind you) car that is sent out into the world to 
meet the severe punishment meted out to it by the average 
driver. Sans the careful servicing the high-priced car gets, 
the little fellow must go through life hit and miss, with little 
attention paid to its aches and pains, yet always expected to 
be ready for any transportation call. 

How to overcome these handicaps is something Col. 
Hall has given more than twenty-five years to finding out. 
The answer is found in the De Vaux, No. 1 of which came off 
the assembly line at Grand Rapids on April 1. Now let Col. 
Hall take the ‘“‘mike.”’ He has a big audience this particular 
day, for he is talking to every dealer in the United States 


through this broadcasting columnar hook-up. 
~ * ¥ 


| 66 IVEN the same kind of service, the low-priced car 


| 


has not been officially confirmed | 


at the factory as yet, the report 
that W. C. Cowling has been ap- 
pointed general sales manager of 


the Ford Motor Company seems | 
based on facts. 
The position has been unfilled 


since F. L. Rockleman retired early 
of 


Ford traffic manager for years. 


WILL OPERATE GARAGE 
Bloomfield, N. J., July 21.—Lehy 
Auto Corporation has been incor- 


| porated to operate a garage here. 


Abraham Lehrhoff and Helen Dre- 





CHROMASHYNE 


PROTECTS CHROMIUM 
PREVENTS RUST 


Removes tarnish. 
Restores luster. 


vetty, Bloomfield, and Harry Tt. 
Davimos, Newark, are the incor- 
porators. 





Cleans and Waterproofs 


W indows—W indshields— 
Mirrors and Reflectors 


Contains No Grit, No Acid 
Rub it on. Rub it off. No 
Waiting to dry—leaves no dust 





SAMPLE FREE on Request 


Attractive proposition for job- 
bers and distributors. 


Write to Sales Dept., 


Chromashyne Products, Inc., 


154 Nassau St., N. Y. C. 
Factory: 508 W. 44th St., N. Y. C. 





| 








should stand up as well as the one selling at ten times 
the price,” the colonel starts out, and there’s no static to blur 
his carefully chosen words. “The owner of a high-priced car 
is a frequent visitor at the service station. Either he or his 
chauffeur drops in at regular intervals and gives the service 
manager carte blanche in going over the car. It gets the 
works, speaking slangily—the cost is immaterial, so the car 
always is in perfect condition. Even with the best intentions 
in the world, the low-priced car owner skimps service. Cost 
is the big item with him and his calls at the service station 
usually are not made until necessity forces himin. Then, too, 
the small car is driven harder and is more abused. It has to 
be a glutton for punishment. 

“One cannot compare the low-priced car of today with 
its predecessor of a few years back, when the little fellow 
was under a severe handicap in comparison with the high- 
priced job. Before balloon tires and four-wheel brakes, and 
with inferior roads, the light car of yesterday shook itself 
to pieces in its effort to maintain the speed of its big rival. 
No wonder it was termed a rattletrap! 

“Today the low-priced car is in a position to challenge 
the long-held supremacy of its costly rival because engineer- 
ing brains have recognized the necessity of putting into it not 
only the highest class workmanship, but also the best of 
material. We cannot afford to economize. And the result is, 
in my mind, that the difference today between the low and the 
high priced car is that, with the latter, the purchaser gets only 
more luxury, more weight and a larger car. In performance 
we at least hold our own. 


* * 
«¢y T is economy to build well and we at De Vaux recognize 
this. We must figure our costs carefully, of course, but 
we must give quality. We have been fortunate in being able 
to take advantage of economic conditions in buying our 
material, but, on the other hand, we have gone after the best. 
We have had carefully to watch cost, setting up a bogey on 
each item, so we know to a penny what we will have to spend 
to put out the car that will give satisfaction. For instance, 
in planning our chassis, we had twenty-five different items 
to figure on and when we got through we were only $1 off. 
“We had to make assembly easier to reduce costs and 
not waste material, and, while the expense for the necessary 
machinery ran high (as high probably as in a factory produc- 
ing big cars) yet it has been economy in the long run. That 
theory that ‘the low-priced car must be made cheap’ is a 
fallacy, at least in our case. In the matter of tooling, we have 
to be better than the high-priced maker to get costs down. 


(Continued on Page 4) 
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Phenomenal Three-Month 
Record Shows the Auto- 
mobile Industry ‘“Im- 
possible’ May Be Ac- 


complished; Industry’s 
“Infant” Has Earned Its 
Place, Says Chris Sins- 
baugh 


By CHRIS SINSABAUGH 
PEAKING of the De 
Vaux, you don’t class it 
“just another car.” It is a| 
ieee! that has successfully | 
invaded the highly competi- 
tive low-priced field and, in 
the short space of three 
months of actual operations, 
and in a year when wise ones | 
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NORMAN DE VAUX 













over a new make of automo- 
bile, regardless of merit, it 
has accomplished the seem- 
ingly impossible. 

With economic conditions the way 
they are, a dealership of more than 
600 has been built up, a national 
advertising campaign successfully 
initiated, 4,500 cars have been pro- 
duced and, as a result of the first two 
months’ sales, a net profit of $75,000 
returned. And all this was not ac- 
complished by rubbing Aladdin's 





COL. ELBERT J. HALL 


lamp and wishing. To hard work, 
a mighty fine car, faith in the 
product and the know-how, gained 
after years of experience in the 
automobile business, both manufac- 
turing and selling, can be attributed 
the sudden success of the De Vaux- 
Hall Motors Corporation, the baby 
in our automobile family, an infant 
that already has cut its teeth and 
which has not been brought up on a 






bottle. 
How come? That’s what the 
Detroit editor of the Automotive 





Daily News wondered. His visit to 
Grand Rapids has given him the 
answer, a company whose principals 
are far from being novices in the 







diser and manufacturer of national 
fame, one whose engineering clever- 
ness ranks with the highest in the 
industry, a third whose know-how 
as a 
him to break records in getting the 
assembly 
keeping them moving—Norman De 
Vaux, Col. Elbert J. Hall and George 
R. Scott, 
particular line. 
own 85 per cent. 
corporation, 
capitalization of $2,000,000, without 
a share of this stock being for sale 


cern 
head reduced to a minimum. 
major factory 
|capable of turning out 200 cars a 
day and representing an investment 
of only $100,000, and that for ma- 
chinery. 
|street from the 
engines from Continental] at Muske- 


have said no one could put/| freight to pay on supplies. 
a combination hard to beat. 


| Out in Oakland, Cal., 


AUTOMOTIVE DAI DAILY NE WS, WEDNESDAY, 


JULY 22, 1931 








1utomobile business, one a merchan-| } 


production manager enabled 


lines into operation and 


a specialist in his 
These three men 
of the stock of the 
which has the low 


each 


On top of this, we have a con- 
with two plants, with over- 
The 
is in Grane Rapids, 


Bodies across the 


plant; the 


come 
Hayes 


gon, only a few miles away; wheels watchword that of Dumas’ “Three 
from Lansing, etc. Practically no GEORGE R. SCOTT | Musketeers,” “One for all, all for 
That's jone.” They seem to be working all 


which 
built by 


jother plant 


there is an-' Pacific Coast, 





cares for the 
De Vaux 


! 
| |when he had the Durant out there 
land now owned lock, stock and 
barrel by him. It is valued at a 
million and a quarter and is the last 
word in the way of being a modern 
factory, with 450,000 square feet of 
floor space 

The milk in the coconut is found 
at Grand Rapids, headquarters of 
the corporation. When the three 
organizers were seeking an eastern 


location, they were fortunate in 
connecting with the Hayes Body 
Company here, from which 


leased 150,000 square feet of floor 
space in which to build the De Vaux. 
Taking advantage of low over- 
head and the manufacturing knowl- 
edge of the executives, the De 
Vaux-Hall Company now is in a} 
position where the production of 
twenty-five cars a day here in Grand 
|\|Rapids is sufficient to insure a 
profit. 
| Here I found a happy 
parece! if you please, 





family; a 
wth the 


| the time, these executives. They 
must breakfast here, for you can’t 





The CAR DEALER’S 


business is built on his 
service department 


get to the plant too early 
Norman De Vaux and Col. 
lunch with the factory 
while they are eating, 
production problems with the men. 
As one visitor said: i 
the most human factory I have ever 
Every one is so enthusias- 
tic, so friendly. They 
to one another 
build motor cars or brass monkeys, 
they can’t help but be successful.” 
Rome wasn’t built in a day, they 
but, figuratively 
Vaux-Hall was. 
last month that Mr. 
to put into operation his long-cher- 
ished hope of some time managing 
a plant of which he was the prin- 
cipal 
such a turn that the time was ripe 
for laying the cornerstone, and his 
combination 
a friend of twenty 
who stood 


and, 


visited. 


they | say, 


first 
with Col. 
years standing, a man 
high in the engineering profession, 
De Vaux thought, could 
he had in mind—a 


and who, 
design the car 


DeVaux Success Due to Fine Car, Hard Work 


that, whether 


owner. Things had 


thought was a 
Hall, 


(Continued on Page 10) 





And the key to the service 
business is oil 


No car dealer can hope 
to be successful today unless his 
service department is thriving. 
For out of a successful service 
department come two vital 
things: repeat car sales and in- 
formation about new prospects. 


And the key to the service busi- 
ness is good oil. Oil is the item 
on which it is easiest to build a 
following. It brings motorists 
back to your service department 
regularly. It yields both immedi- 
ate profit and traffic that buys 
other merchandise. 


It takes a good oil to do the job. 
Not an oil that has to be urged on 
the user, but a recognized brand, 
advertised and in demand. 

Pennzoil is that kind of an oil. 
It invites comparison. It lends 
itself to demonstration. It lasts 


longer between drains. You can 
put it in a car and specify what- 
ever mileage best ties in with your 
service period, knowing that it 
won't wear out and force your 
customer to buy on the road. It 
helps you to keep your customers 
to yourself, 

The result is that car dealers 
who feature Pennzoil bring a 
larger percentage of their car 
owners back for regular service. 
Oil is the feeder for their other 
departments. On Pennzoil they 
build the rest of their supply 
business. From Pennzoil traffic 
many new car sales originate. 


That’s why so many car dealers 
sell Pennzoil, why the number is 
constantly increasing, and why a 
ear dealer who has once sold it so 


seldom switches to something else. 


THE PENNZOIL COMPANY 


Executive Offices: Oil City, Pa. 
Division Offices: 


New York, Chicago, Los Angeles 


*4Fe cuppicatio™ 








to catch 


“Frankly, i 


are so close 


speaking, De 


It was a year ago 
De Vaux started 
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Dealers’ Free Wheeling Sales 





Mich 





OW that free wheeling has reached a position of consid- | 


erable public popularity, automobile dealers are receiving 
many requests from their customers to place free wheeling 
units on cars not having them built in by the factory, This 
is an excellent chance for the dealer to make a little extra 
money in this tough year. Many of them are doing it now, 
and every dealer should seize the opportunity. 

However, before any dealer goes into this work, he 
should consult the engineering department of his factory 
with regard to the unit he is going to use. Not every free 
wheeling unit is legal in all states. There are legal regula- 
tions in certain states which must be met by the device 
installed. It is extremely necessary that the dealer get the 
advice of his company’s engineering department before 
embarking on the installation of free wheeling units. 

Graham-Paige has announced a plan, by which its deal- 
ers can install the unit used on Graham cars on used vehicles 
that come into their shops and on Graham models built prior 
to the fitting of the free wheeling unit. No doubt other com- 
panies which are now using free wheeling have similar 
arrangements with their dealers, but in cases where the com- 
pany is not employing this principle on its present cars, 
dealers may be tempted to take on a free wheeling unit for 
installation on customers’ cars. As we stated above, this 
should only be done after consultation with the engineering 
department at the factory. 


They Have Worn Them Out 


N the general mean flatness of American industry at this 

present moment of summer dullness there stands out a 
This is the shoe industry, which is now 
This condition is not con- 
The shoe factories in 


I 


notable exception. 
running almost full speed ahead, 
fined to one section of the country. 


New England are going full blast, but so are the plants in| 


the Middle West, particularly in the St. Louis area. 

There is only one explanation that fits this. Depres- 
sion or no depression, people have gone on wearing out shoes, 
perhaps even a little faster than usual. They have probably 
had their shoes half-soled more frequently than usual and 
made them serve their purpose longer than they normally 
would. But finally nature has taken its toll. Repairs no 
longer serve to keep old shoes going and people generally 
have been forced back into the market for new footwear. 

Perhaps, superficially, shoes do not bear a close resem- 
blance to motor cars, but look a little deeper and the analogy 
is close. Shoes are an accessory of transportation—the 
oldest form of transportation. They can be made to serve 


their purpose longer than usual if considerations of styles and | 


appearance are forgotten. They are not subject to daily 
consumption as food stuffs are. 


Unless we are very much mistaken, the same condition 
that has developed in the shoe industry will later develop in| 


the automotive industry. 
and are making their cars serve them for longer periods than 
formerly. But eventually nature must exact its price. 
Materials wear out, even the super-excellent materials that 


go into the fabrication of the modern motor vehicle, and | 


finally repairs and replacements no longer serve to keep the 
automotive transportation system operating efficiently. 
Some fine morning we are going to find that the inevi- 


table wearing out of even the best piece of machinery is bring- | 


ing the motoring back into the market, exactly as the wearing 
out of shoes has brought increased demand in that field. 

Patience and a stiff upper lip are all we need. 
and wear fight on our side, 


Time 





AUTOMOTIVE D 


People undoubtedly have made} 





NOW BEING ENFORCED 
BY 8 STATES, D. OF C. 


NEW YORK, July 21.—Hitch-hik- 

ing, the practice of standing by 
the roadside soliciting transportation 
from operators of private automo- 
biles, is now unlawful in eight states 


and the District of Columbia, ac- | 
cording to J. R. Crossley, vice-presi- | 
dent of the New York Automobile , 


Club. 

Mr. Crossley declared that the 
eight states which now ban these 
“thumb-tourists” and “highway Wil- 


lies,” are Connecticut, Delaware, 
Maine, Minnesota, New Jersey, New 
York, Oregon and Wisconsin.’ 
“This legislation,” he said, “is de- 
signed to promote safety which is 
threatened by persistent persons 
crowding out on the highway in at- 
tempting to halt approaching cars 
and also to protect motorists against 
strangers who have robbery or other 


violence as their motive in seeking 
a ride. 
“While in the majority of cases 


| the hitch-hikers are on law-abiding 
| missions and are appreciative of 

transportation, the only way in 
| which the car owner can be certain 

is to refuse to recognize the signal 
(of all] strangers. At the present 
; time, due to the large number of 
| unemployed, there are an unusual- 
| ly large number of hitch-hikers and 
this has resulted in enactment of 
| hitch-hiking laws in a number of 
' states.” 


DIFFERENTIAL 


DISCUSSIONS 
hesiceemnnniaiintasimiantd 


"SEE NEED FOR DEALER 
CO-OPERATION 


Automotive Daily News: It is with 
a great deal of interest that I read 
the various articles in A. D. N. writ- 
| ten by men of long years of experi- 
;ence in the automobile industry, 
;}each one having his own solution 
}as to what the manufacturer or 
some one else should do to put the 
dealer back on his feet and keep 
|} him braced up in the future. 
I believe the best solution that has 
| 
| 
| 








appeared in any paper is offered in 
A. D. N., July 3, page 3, by J. C. 
Theobald, referring particularly to 
paragraph 4, stating that the Louis- 
ville dealers co-operate with each 
other. I am willing to challenge 
any one to find a dissatisfied or 
| disgruntled dealer in a community 
| where the dealers all work together. 
If the manufacturers are to assist 
in this work of stabilizing the deal- 
ers their efforts to bring them to a 
better co-operative mind in their 
| Own community would be one of the 
very best moves they could make. 
Mr. Theobald’s condition regarding 
used cars is undoubtedly no better 
| than the rest of the Louisville deal- 
ers. It is my opinion that the secret 
of why they are in this enviable 
| position is co-operation between 

themselves, 

MERRITT E. HUNT, Megr., 
Leadley Motor Sales, Ine., 

Batavia, N. Y. 


COMING EVENTS| 





SEPTEMBER 

l- 3—Cleveland, O. Hote! Statler, Society 
of Automotive Engineers, twentieth 
annual aeronautical meeting in 
conjunction with National Air 
races. 

$-13—Utrecht, Holland. Utrecht Fair, bus 

| and truck show. 

16-17—Atlantic City, N. J. 
troleum Association, 
ing, Hote] Traymore 

20-26—Springfield, Mass. 
Exposition. 

| 21-25—Boston, Mass. 

Society. meeting. 

28-29—Atlantic City, N. J. 

| ciation of otor 


National Pe- 
annual meet- 


Eastern States 
American. Welding 


National Asso- 
Bus Operators, 


fifth annual meeting, Hote) Am- 
bassador, 
26-Oct. 2—Atlantie City, N. J. American 
| Electric Railway Association, an- 
| nual meeting. 
OCIOBER 
1-11—Paris, Franee. International Auto- 


Institute 
En- 


mobile Salon, 
| 2+ 3—Houston, Tex. American 
| of Mining and Metallurgica) 
| gineers. petruleum division 


ing 
12-16—Chicago, UL Nationa) Safety Coun- 


cil, 
11-16—Pittsburgh, Pa. Society of Indus- 
| 


trial Engineers, convention. 
| 15-24—London, England. 

Motor Exhibition, Olympia Hal), 
| 22-28—Prague, Czecho-Slovakia. Interna- 

tional Avtomcbile Exposition, 
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Internationa! 














| 
| 


(Continued from Page 2) 
| 


| 
|We must eliminate hand work, which is not uniform and 


more costly. 


* * 


66 N designing the De Vaux we recognized we had to chart 
the service course for the owner. We had to analyze 
service and have the proper regard for the owner’s pocket- 
| book. We have sent out test cars that have run 700 miles a 
| day for as long as a month and a half to verify our theories. 
| At the end of the test, examination discloses that, outside 
'of valve grinding, perhaps, there is little to be done to the 
‘car. During these tests stops have been made for inspections 
|to note conditions, say at 10,000 miles, 15,000, 20,000, not 
that any repairs were needed, but to be able to advise owners 
| at what mileages such things as oiling, greasing, valve 


* 


| grinding and the like should be attended to.” 
os * 

” is at this stage of the talk that the ‘“‘mike” is handed to 
W. W. Hoagland, president of Hayes Body, whose product 

has added so much to the lure of the De Vaux. 
“Of course bodies have been vastly improved in the last 
few years, and this development has been due to improved 
|machinery and tools, while electric welding has materially 
‘reduced the cost,” the body expert declares. “‘No longer do 
/ we use glue, and friction paste has eliminated the squeaks. 
One reason for the high quality of the low-priced car body 
now is that volume production justifies the complete tooling 
that insures the best coachwork. Nothing will improve a 
product like repetition, which really means volume, and it is 
my belief that one workman doing the same thing over and 
over is bound to give better results than the same man ona 

special body job. 

“At our plant we have found that sample bodies never 
are as good as the production jobs and we do our best work 
when we are in volume production.” 


. 


—* 


copper sheets instead of the usual 
enameled steel. It is stated also that 
the Arizona officials have not yet 
located a plant which is prepared 
to make the plates. 


| COPPER AUTO PLATES’ USE 

| CONSIDERED BY NEW JERSEY 
Trenton, N. J., July 21.—It is ru- 

}mored that the state of New Jer- 

| sey contemplates joining Arizona in 

having automobile plates made of 


iaseurces pa 
TEXTOLITE 


| TIMING GEARS 








FIRST COST vs. GOOD WILL 


A manufacturer with the long-range view will not put 
into his job a short-lived device if he knows that he can 
get something else that will last longer and give greater 
owner satisfaction. 

This policy is dictated today when original purchasers 
expect 40,000 to 50,000 miles of use and when the value 
of the used car has such a dominating effect on the entire 
market. 

The car owner probably neither knows nor cares anv- 
thing about his timing drive; but if it is a nonmetallic 
gear, on which he has spent nothing for adjustment and 
replacement, while still enjoying its quietness and original 
accurate timing, the result goes into his general good 
will for the manufacturer. 





Theve is WO compromise with accuracy in a good gear 
diive. It is a token of good manufacture throughout 


the car. 


meet- | 


JOIN US IN THE GENFRAL ELECTRIC PROGRAM, BROADCAST EVERY SATURDAY 
EVENING ON A NATION-WIDE N. B. C. NETWORK 830-78 


GENERAL ELECTRIC 


GENERAL ELECTRIC COMPANY. SCHENECTADY, N. ¥,., SALES OFFICES IN PRINCIPAL cities 
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e’re almost ashamed 


to mention it— 


bes LIKE whistling at a funeral or blowing a horn in church 
—to say that your business is good these days. It isn’t being 
done by the best people. But if we were under oath on a wit- 
ness stand, we could say in a low voice without a trace of nerv- 
ousness that business has been good for The News in the first 


half of L931. In fact. it has been swell 





a gain of 951,179 
avate lines. The period just closed represents the twenty-third 


semester in the life of The News. and twenty-three times that 





the obliging ad\ erlising record service companies have reported 


| , that The News came through with a couple of healthy bangs. 
Total Automotive Linage eg 7 7 
iu New York and Brooklyn newspapers Of course, we were just in style from 1924. to 1929—but we 
first six months 1930-31 
have been very comtortably out of style ever since. In the last 


® Morcaing ip: Ip30 Gain Loss 

LWs 95.461 80.012 15.449 . : . ry : ; 
naw ~— 7 , 7 six months, incidentally. The News has even had a gain in 
American 215,792 306,079 90,887 ’ © 

ik Das e 372.908 96.92 23,923 ; ; Saas : 
Herald Tribune — 372,998 196,921 123,923 aulomobile linage—tor which we thank vou! 
Mirror 14.798 23.364 8.566 ) 
1 . E < 9 e ») RAS ry ae . 
Times 116,302 540,844 124,942 The only reason we know for News advertising oains 


® EKvening 


Seaphic 116,052 170,052 54,000 is that New York people are living and buying much as they 
Journal 196,231 219,095 22.864 - . 

Post 97.340 146.438 49.008 always have. And because The News reaches most of the 
Sun 265.848 352,052 86,801 \ . | I . ; 
World Telegram 278.968 219.904 59.064* peop e here, iINews Spat eis apparent ) sti selling voods in 
@ Brooklyn volume enough to show a profit. After all, the combination 
Eavle 298,215 457,043 158,882 | 

Standard Union 15,206 66,628 51,422 of the largest circulation in America, the thousand line page 
Brooklyn Times 146.915 171,749 24,834 

¢ Consolidation Aides: bimitiiia testis with its high visibility, the makeup that makes cover-to-cover 
@ And in the first six months of 1951, in New York City alone, readers and a depression milline cost—does make it possible 
Auburn sold 1,030 more ears; Buick sold 1,116 more: Chevrolet 

3.746 more; Chrysler 502 more; De Soto 81 more; Dodge 167 to advertise in The News at a profit! Possibly you could use 


more: Pontiac 486 more: Studebaker 370 more; Willys 274 more 


—than in the same period in 1930! some of this News space profitably, too. 


* T il EK N E W &% © New York's Picture Newspaper 


Tribune Tower, Chicago + Kohl Bldg.,San Francisco + 220 EAST 42ud ST., NEW YORK 
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Milwaukee Ford Dealer Finds — 
Active Interest in Affairs of 
Community Helps His Business 


. 





Frank H. Applegate Couples Participation in Public 
Projects With Intensive Merchandising 
And Consistent Advertising 


In addition, where the prospect 
whose name was turned in pur- 
;chased a new Ford or a used car 
|from the Applegate Company with- 
lin thirty days. the contestant re- 
|ceived a bonus prize of $5 regardless 


PERSONAL and active interest in the affairs of one’s |f Whether he won a contest | 


, ° raver , ‘ . ° or not. In connection with 
city, especially if it is of only average size, is desir- | contest a parade of new Fords was 
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able in the operation of an automobile dealership, in the | staged by the concern through im- 
estimation of Frank H. Applegate, representative of Ford | portant sections of the city and a 


in Racine, Wis. 


engage in intensive merchandising 


with consistent advertising. 

Newspaper space is used regularly, 
but, in addition, Mr. Applegate, 
through his diverse activities, is in 
@ position to secure other excellent 
publicity for his concern. For ex- 
ample, a “Let's Know Racine 
Week” was staged recently, which 
included, among other things, a big 
costume parade for the kiddies. Mr. 
Applegate was chairman in charge 
of arrangements of one of the 
groups in connection with this pa- 
rade and as a result receive some 
fine advertising for his firm. 

Another stunt which came in for 
considerable attention was a con- 
test awarding $25 in ten prizes to 
the best answers to the following 
questions: What are the main 
points of difference between shock 
absorbers on a Ford car and those 
used on other low or medium priced 
cars? What the difference be- 
tween rustless steel as used on Ford 
radiators and lamps and the metals 
used by other manufacturers of low 
and medium priced cars on similar 
parts? Why is the glass used in 
Ford windshields of greater value 
to public safety than the glass used 
in windshields of other low and 
medium priced cars? 

What advantage has the Ford car 
Octinntaininanendatiebenmitiinemiiaeimiet tomate 


is 





Mr. Applegate also makes it his policy to 
of his product coupled | jington, 


in its use of ball and roller bear- 
ings Over any car selling for less 
{than $2,000? What exclusive fea- 


| Milwaukee. 


jture of enameled parts applies to} 


| 

|Ford cars alone? What exclusive 
|vantage over all low and medium 
priced cars? 


the Ford car as opposed to iron or 
|Steel castings in other low and 
|medium priced cars? 


low and medium priced cars? Why 
Frank H. Applegate in preference 
;to any other dealer? What is the 
name and address of the best pros- 
| pect for a Ford car whom you 
know? 

| A Model A Ford, cut away so that 


| the public could see its mechanical 
| construction, was placed on exhibi- 
jtion for three days in connection 
|; with this contest and the company 
| suggested that the entrants see this 
for help in forming their answers to 
|the questions. A box was provided 
|in the concern’s showrooms for the 
;entry slips, and in this manner the 
;company secured a number of ex- 
cellent prospects. 








feature gives the Ford wheel an ad- | 


{ 
| 


| Why do the rear axle shafts of a this distance. 
Ford car suffer less wear than other | the longest guarantee offered in 


|should one buy a new Ford from | 


| partment, 
| offering from time to time certain | 


| percentage of repair business. 


tour of towns in the county. Judges 


in the contest included V. J. Har-| 


assistant wholesale man- 
ager, Ford Motor Company, Mil- 
waukee, and L. Hansen, mechanical 


instructor, Ford Motor 
A factory exhibition 


was also held at the showrooms dur- 
ing this period. 

The concern has offered for the 
past several months a 10,000-mile 


: What are the advan-/ guarantee on any new Ford pur- 
tages in the use of steel forgings in| chased from them against all re- 


pair expense due to other than ac- 
cident or gross negligence, regard- 
less of the time elapsed in driving 
This is said to be 


America. 
In connection with its service de- 
it makes a practice of 


specials. For example, the com- 
pany will feature a special service 
job, which would ordinarily amount 
to $21.50 if the adjustments were 
made under ordinary conditions, for 
$15. Likewise, the company will 
offer an $8.55 overhauling job for 
$5. These specials extend from a 
week to ten days, and have been 
successful in bringing in a fine 
The 


| company services all makes of au- 


tomobiles. 
Newspaper advertising is usually 
run on days which ordinarily do not 


Company, | 


carry a great amount of advertising. 
For example, Tuesdays, Wednesdays 
or Thursdays. In addition to good- 
size display advertisements from 
three to four columns wide and ten 
to fifteen inches deep, the company 
also uses classified advertisements, 
}one column in width and six to 
eight inches deep, to plug its used 
car specials. Also, the firm is on 
the air every Friday evening from 
7.45 to 8 over the local radio station. 

Mr. Applegate makes it a policy 
| to back as many civic and co-opera- 
tive projects as feasible. Recently 
approximately fifty local merchants 
co-operated in a popularity contest 
|for the purchase of sending a Rac- 
ine represenative on the Wisconsin 
tour party to the Bermuda Isles. 
One 
each 


participating merchant with 


each $1 purchase at the co-opera- | 


ting stores. The Applegate concern 
also participated in this contest, 
which created a great deal of in- 
terest in Racine and lasted several 
weeks. 

The Applegate firm has, through 
its intensive merchandising policy 
and ability to build up much good- 
will through personal contact on 
the part of Mr. Applegate, assumed 


an important position in the auto- | 


|mobile field of Racine. 


CENTRAL N. Y¥. CONFERENCE 

| FOR PLYMOUTH SALES UNITS 
| Utiea, N. Y., July 21.—Plymouth 
|} automobile dealers associated with 
the E. J. Otis Corporation, dis- 
|tributor for central New York, met 
lat the new Otis Building, 308-310 
Lafayette St. Dealers, salesmen 
and service men were present from 
| Herkimer, Little Falls, Cooperstown, 
|Rome, Oneida, Morrisville, Clinton, 
| Vernon, Lowville, Old Forge, Water- 
ville, Winfield and Boonville. E. J. 
Otis, president, presided. 


4 


IN LARGER QUARTERS 
Buffalo, July 21.—The Hunt Chev- 


}rolet dealership has moved to larger 


| quarters from Delaware Avenue and 
| Olive Street, to Delaware and Hertel 
| Avenues, in the heart of a rapidly 
developing automobile row in North 
Buffalo. 


ayes Body QUALITY 


hundred votes were given by | 





CHEVROLET DEALER 
"SELLS USED CARS BY 
FOLDER DISTRIBUTION 


VERY method of 

selling used the better 
kind has been put into practice by 
| the Randolph Chevrolet Company, 
1400. Haddon Ave., Camden, 
which has been engaged in 
little than 


satisfactory 


cars of 


| Inc., 
N. Je 
| business only a 
eight weeks. 
Several thousand folders are 
printed and a certain quantity di- 
vided among the four salesmen, 
who are sent out in cars the 
various large factory districts of the 
where, at the luncheon hour 
ithey distribute them. 
One folder from which 
larly good results were 
said in the headline: 
“This Is Worth $5 to You, 
Apply on the Purchase Price of a 
|Good Used Car. Call at the Ran- 
|dolph Chevrolet Company, Inc. 1400 
|Haddon Avenue and Select Your 
| Car.” 
A number of used cars were 
directly from these leads. 
; The stockholders of the corpora- 
tion are S. Emlen Randolph, who is 
ithe active head, and Hazeltine 
Smith. The dealership occupies & 
| sizable two-story building. 


more 


to 


| city, 


particu- 
obtained, 


to 


sold 


DE SOTO DISTRIBUTORSHIP 
FOR UP-STATE.N. Y. OPENED 
Utica, N. Y., July 21.—The Down- 

/town Motors, Inc., A. W. Rizika and 

|H. W. Buchanan proprietors, has 

been opened at 347 Columbia St. 
|The concern is distributor for the 
| De Soto six and eight and the Ply- 
mouth cars in nine counties in cen- 
tral and northern New York. The 
|/new quarters are complete, with a 
'parts and service department 


TRANSFER DEALERSHIP 
Buffalo, July 21—The Welter 
|Shelp Chevrolet dealership in Al- 
| bion, N. Y., has been transferred to 
the ownership of the Beers Motor 
{Company, which takes immeditae 
possession 


... contributing to De Vaux success 


H AYES Body QUALITY is one of the strongest sales points at the command of De Vaux 

retail salesmen. The Hayes Body was selected by Norman de Vaux and Col. Elbert J. 
Hall for these reasons: (1) United-welded Steel and Selected Hardwood type of construc- 
tion, providing greater strength, unusual quietness, and longer life; (2) Conveyor Line Pro- 
duction Efficiency with a maximum of careful, “Custom Standard” Handwork; (3) Interior 
and Exterior Styling combining originality with sound, “livable” design. 


Count Alexis de Sakhnoffsky, creator of the dis- 


tinctive De Vaux Styling, is Director of: Design 


for Hayes Body. 





For the past three years he has 
won the Grand Prize at the Monte Carlo Motor 
Salon, Europe’s premier styling competition. 


Maste 


rs of 


HAYES BODY 
CORPORATION 


Coacheraft 
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mate for that date having placed 
the total at 292,000. Then came the 
usual increase in February as deal- 
ers prepared for the spring selling 
season by increasing their stocks, 
and as of March 1 new car inven- 
tories were placed at 312,000. A still 
further increase took place in 
March, the inventories reaching the 
high point for the year on April 1, 
at 320,000. 

A good reduction occurred in 
April, and on May 1 stocks were es- 
timated to have stood at approxi- 


mately 303,000, with a still further | 


decrease to-298,000 on June 1. These 
estimates include cars in transit to 
dealers from the factories. 

Production of passenger cars in 
the United States in June approxi- 
mated 220,000. The official figure 
had not been announced when this 
estimate of dealers stocks was pre- 
pared and the National Automobile 
Chamber of Commerce had placed 
total production of cars and trucks 
in the United States and Canada at 
254.760 units. This would indicate 
an output of around 220,000 passen- 
ger cars in this country. 

Exports of passenger cars {from 
the United States in June are esti- 
mated to have approximated 12,000. 
Deducting .this amount from the 
production, leaves 208,000 units pass- 
ing into the hands of retail dealers 
in this country. Adding these 208,- 
000 new cars to the 398,000 cars on 
the dealers’ floors, or in transit, as 
of June 1, gives a total of 506,000 
vehicles in the possession of the re- 
tailers during the course of the 
month. They succeeded in dispos- 
ing of around 202,000 new cars in 
the domestic market during the 
month. thus @utting their stocks to 
approximately 304,000. / 

New passenger Car registrations 
for June are available from twen~ 
ty-five states and the District of 
Columbia and on the basis of these 
returns it is estimated that the 
total for the month in the entire 
country was around 295,000. To this 
total is added the usual allowance of 
3'% per cent. for total retail sales, 
giving the 202,000 estimate. , 

With production undergoing a 
sharp reduction in July, it does not 
seem likely that there will be any 
great change in dealer stocks one 
way or another in the course of the 
current month. As a matter of fact, 
any increase at this time to be 
alarming would have to be much 
larger than is at all likely. Stocks 
are not excessive in any sense of the 
word, except perhaps in a few iso- 
lated cases. Dealers are in good 
shape, generally speaking, for any 
uptrend in business that develops 
within the next few months. 





ew Passenger Car Stocks 
Show Slight Seasonal Gain 


} 
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The automotive industry has re- 
ceived much favorable comment in 
financial and industrial circles this 
year because of the absence of any 
forcing of cars into the hands of 
dealers beyond their needs and thus 
avoiding over production. In oply 
one instance has ihere been any 
hint of over production on the part 
of an important producer and this 
situation has been corrected within 





recent weeks. 

Following are the estimated deal- 
er inventories of new cars for the 
various months of 1929, 1930 and 
January, February, March, April, 
May, June and July, 1931. Totals 
are as of the first day of each 
month: 

1931 1930 1929 
January 298,000 424,000 310,000 
February .. 292,000 450,000 340,000 
March 312,000 494,000 425,000 
aa 320,000 475,000 460,000 
Re 303,000 438,000 500,000 
June 298,000 417,000 538,000 
BE ico exe 304,000 390,000 544,000 
August — 344,000 497,000 
September. —— 361,000 532,000 
October — 341,000 525,000 
November.. — 305,000 486,000 | 
December. . —— 290,000 450,000 


*Revised. 
BUYS BROTHER’S INTEREST 
Decatur, Ml, July 21—B. B. Burns 

has purchased the interests of his 

brother, W. W. Burns, in the J. G. 

Starr & Son garage, 385 East Prairie 

St., in which the brothers were 

formerly partners. The business will 

be continued without change in 
policy or personnel. 
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“Technology did net tail us, but 


| HOWE SAYS RECKONING baa who advertised anti-knock 
ON SPEED PRICE MUST fuels on a thrift basis were out- 


stripped by those who presented it 
BE MADE EVENTUALLY on a power and speed basis. In- 
Z ; ae stead of conserving our resources as 
(Continued from Page 1) |a nation, we became more interested 


in bigger and better automobiles. 
not to worry about a shrinkage in| More of us want to ride in greater 


JOHN H. REEVE 
Cincinnati, July 21.— John H. | 
Reeve, vice-president of the Mason 





Towle Company, automobile distri- | the mileage figure | comfort, with heavier and more 
| buters, died at his home ceieetinn | This is not the fault of the pe-/luxurious cars, easier riding tires, 
J ~ |troleum technologists. When scien- smoother roads, and withal more 


from a heart attack. He was born | 
in San Antonio, Tex., 50 years ago. 
After graduating from the Texas 
Military Institute he entered the | 


automobile business. He was a Ma- 
son and a member of several clubs. 


tific research provided us with ef- nether ' d at 
ahs p ‘ Fo ] eve in speed at any 
ficient anti-knock compounds, one | price should be thankful to chem- 
of the points stressed was the pos- | istry and to engineering for what 
Sible saving of, say, 20 per cent. of; has been done to increase the sup- 
motor fuels. Higher compression | ply of motor fuels. 

was to make that possible. | 



















more 
TIME Subscribers own: 
65.310 Fords 
53.190 Buicks 
40,110 Packards 
27.150 Chevrolets 
21,910 Chryslers 


) = 


mow 


32.5% of TIME subscribers buy new automobiles 
a total of $153,000.000. 


(compared with the national average of $800 per car), 


can well afford. for 60% 


That is why among the scores of 
{| 


circulations running into the millions. 


. 5. magazines, many of which have 





TIME ranks second in the number of 
passenger car advertisers, second in 
pages of tire advertising, and fourth in 
pages of automotive advertising. Here 
are some of TIME’S 1931 automotive 
advertisers: 





American Cable Dunlop Tires Hudson Oakland 


magazine of best automobile customers throughout the U.S 


TIME 


The Weekly News-Magazine 
205 East 42nd Street, New York City 










“Instead, we find high-power mo- 


of all the Packards 
belong to TIME 


Subscribers 


The 350,000 families subscribing to TIME own a total of 472,000 
automobiles, 36% of them owntwo or more cars: 10% own three or 
the volume market for automobiles in all price classes. 


In the course of a year, according to one of TIME’S investigations 
, for which they pay 
This is an average of $1,350 per car 
a price they 
© of them have incomes over $5,000. 


Auburn Essex International Truck Pennsylvania Grade 
Buick Ethyl Gasoline Kelly-Sprinefield Oil 

Chrysler Ferodo & Asbestos "Tire ieeamnes >; 

Cord Firestone Tires sae ; Pierce-Arrow 
Deleo Products Fisher Body Liberty Foundries Pontiac 

De Vaux General Tires Lincoln Quaker State Oil 
Dodge Goodrich Tires Macbeth Glass Reo 

Dodge Truck Goodyear Tires Marmon Rolls-Royce 


These advertisers are directly helping their dealers in every high-erade 
buying section of the country by putting their message in TIME—favorite 





tors that only at rare intervals can 
be operated at their maximum effi- 
ciency, and the number of passen- 
gers per car goes to show what high 
cost transportation it is. We see no 
disposition on the part of the pub- 
lic to change its ways. 


“Luxurious, powerful care are held 
in high esteem, and fortunately 
there is no indication that technol- 
ogy will fail in maintaining the 
power supply. Nevertheless the cost 
of speed is there and at some time 
must be given full consideration. 

“Those who twenty years ago pre- 
dicted that 1930 would see the use 
of motor fuel from shales and in- 
dustrial alcohol as substitutes for 
disappearing gasoline have lived to 
see a world surplus of that fuel.” 
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Studebaker-Pierce- 
Arrow Truck 

Stutz 

Texas Oil 

Tung Sol Lamps 

Twin Dise Clutch 

Vacuum Oil 

Willys-Overland 
Truck 
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Contacts With Attendants 
Of Filling Stations Selling | 
Buicks for Texas Dealer 


U 


SE of filling stations as a means of acquiring live pros- 
pects for new automobiles is being cultivated by the 


San Antonio Buick Company of San Antonio, Tex., with 


some real results. 


While the plan has not been in effect 


for any great length of time, it is already showing better 
than 50 per cent. in returns and is one of the best plans ever 


adopted by this firm for increasing sales. 
gales manager of the firm, tells the story. 


“We are using a plan for getting 
prospects from attendants at filling 
stations that bringing us some 
real results,’ Mr. Spires explained. 
“It is evident that #f we were to 
endeavor to check up on all the 
owners of automobiles, we would 
never get anywhere in the next five 
years. Many salesmen become dis- 
couraged through 
wasting time which might be de- 
voted to profitable effort. 

“We have our salesmen acquaint 
themselves with the attendants at 
filling stations. This takes some 
Jittle time, and is a thing that can 
not be done in a day. A friendship 
must be created, a confidence built 
up. Then, when a firm relationship 
has been established, the salesman 
urges this attendant to turn over to 


1s 





tramping about, | 


E. C. Spires, 


him all the prospects he can who 
are in the market for a new car. 


“We furnish form postcards, or 
business reply cards as they are 
known, to these attendants, and 


they mail them to us with the name 
and address of the prospect, to- 
gether with the make of car he is 
driving at that time. To stimulate 
interest and to reward the man for 
his efforts, the salesman offers him 
$10 in cash for every prospect to 
whom a car is sold. This promise 
is backed up in writing by the com- 
pany. 

“Each one of our salesmen has & 
|code number which he places in @ 
circle of each one of these business 
reply cards that he hands out. This 
enables us to identify the salesman 
‘and to turn over to him the pros- 





pects that come in in this manner. 
He is then able to carry on his fol- 
low-up work in the regular manner, 
close the sale and give the money 
to the man who turned in the 
prospect. 

“Our results in the use of this 
plan have been very satisfactory so 
far. The number of persons whose 
names are turned in who become 
owners is better than 50 per cent., 
which is an excellent average for 
such a plan. 
some good prospects who promise to 
buy from us later on. 

“Our sales at present are running 
better than 100 per cent. ahead of 
those for last month. We determined 
we would get out and work harder; 
that we would overcome the de- 
pression and the slump in sales 
through hard work and conscien- 


tious effort, and that is what we 
are doing. 

“We have increased our sales 
force to fourteen men. Each has a 


definite quota which we expect him 
to make, and if he does not come 
up to that quota he is soon let out 
and another man put in his place. 
At present we are running level 
with our quota for the current 





Superior News Service 
Superior Advertising Service 


Ss valuable is automotive news of the day 
that Automotive Daily News is read by nearly 
9,000 factory executives, and among dealers and 
distributors we have an average of nearly seven 
readers per copy. 


Advertisers are served best through this 
publication because we serve the reader best. 
News of all branches of the industry is published 
as quickly as posible and put into the hands of 
readers so it will be of business value to them. 


SOME ADVANTAGES TO THE ADVERTISER: 


1. Large size page (1,000 agate lines). 
2. Visibility of all advertising copy, making small 
space practical and economical. 
greater frequency with same money expendi- 


ture. 
3. 
4. 


All advertising adjacent to news. 
High reader interest due to superiority of edi- 


torial contents. 
5. Read by executives who have the power to pur- 
chase goods. 


6. 


seven persons per copy. 


Automotive Baily News 


H. A. TARANTOUS, Bus. Mgr. 


WESTERN OFFICE 


Willard R. Cotton, Manager, 
833 No. Michigan Ave., Chicago, IL 


Allows for 


Quickly and easily read by an average of nearly 


350 HUDSON ST., NEW YORK CITY 


DETROIT OFFICE 
Geo. M. Slocum, Manager, 


Fisher Building, Detroit, Mich. 


In addition, we get) 








month, and have done this con- 
sistently every working day this pe- 
riod. We are enjoying the biggest 
month we have had this year. 

“An analysis of sales conditions 
has shown me that the average 
salesman works only about two 
hours per day. He comes down in 
the morning for the sales meeting. 
He is given a number of prospects 
he is to call upon, and a few cards 
he is to reach by telephone. He is 
fairly enthused when he starts out, 
but after making one or two calls 
and not getting anywhere, his en- 
thusiasm dies down and he comes 
back to the office. He tries to get 
one or two persons on the telephone, 
but fails to find them in. 

“Then he sits back in the corner 
for a while, scratches his head, and 
wonders what do do next. Finally 
he calls up one or two friends of 
his and asks them if they know of 
anyone who is in the market for a 
new car. He gets little satisfaction. 
and again resumes his seat in the 
corner for deep, dark brown study. 
By then it is about noon, and he is 
glad of an excuse to get out and get 
away from the place for a while. 

“He spends a couple of hours eat- 
ing, bowling, sleeping or doing any 
number of things that may pop into 
his head, and returns determined 
to start in again. He makes one or 
two calls, tries to see a party or 
two, fails, and considers it is not a 
day for sales. He is soon on his 
way home, putting off his real ef- 
forts until the morrow. Then it is 
the same thing over again. 


“It was with this thought in mind 
that we determined to see to it that 
our salesmen put in some real ef- 
fort, or else made way for some one 
who would, and the results that we 
are getting show us that we were 
right. 








PETROLEUM REFINERY 
| CAPACITIES INCREASE 


There were 435 completed petro- 
leum refineries in this country on 
January 1, 1931, according to a sur- 
vey made by the United States Bu- 
reau of Mines, Department of Com- 
merce. This figure compares with 
412 refineries on January 1, 1930. 
The number of refineries reached 
its peak in 1923 and 1924, after 
which there was a more or less 
steady decline until 1930, when the 
number of plants constructed con- 
siderably exceeded the number dis- 
mantled. 

The total capacity of all refineries 
on January 1, 1931, amounted to 
3,987,685 barrels, of which 3,706,610 
barrels, or 23 per cent., represents 
the capacity of the operating plants; 
236,075 barrels, or 6 per cent., rep- 
resents the capacity of the inopera- 
tive plants, and 45,000 barrels, or 1 
per cent., represents the capacity of 
ten plants under construction. These 
data as cOmpared with January 1, 
1930, represent increases in capacity 
as follows: For total capacity, 5 per 
cent.; for the capacity of operating 
plants, 2 per cent.; for inoperative 
plants, 81 per cent., and for plants 
under construction, 21 per cent. 

The total capacity of the operat- 
ing plants has increased steadily 
since the first complete survey of 
refineries was made as of January 
1, 1920, states G. R. Hopkins and 
E. W. Cochrane in a report issued 
by the Bureau of Mines. During the 
ten-year period, 1921-1931, the ca- 
pacity of the operating plants in- 
creased 107 per cent. When it is 
considered that during this same 
period the production of crude in- 
creased 102 per cent., it would not 





“We started men out in districts | appear that there had been an over- 


we had not worked for from six to 
eight months, making house-to- 
house calls. This is one of the 
hardest things to ask a salesman to 
do, especially one selling a high- 
grade car. But we were determined 
to leave nothing undone in getting 
what we were after. 

“One of these men made approxi- 
mately 100 calls on one street and 
came in with five live prospects. 
When a man can do that with busi- 
ness conditions the way they are 
today it shows that sales can be 
made, and, if it takes house-to-house 
calls to do it, then that is what we 
are going to do. 

“We are endeavoring to eliminate 


|} aS much wasted effort as we can. 


I believe that the sales plans sug- 
gested by many automotive manu- 
facturers and sales experts, while 
sincere enough, lack many practical 
sides. There must be new ideas, new 
methods and new plans to get new 
results. 

“The filling station attendant 
comes in contact with scores of car 
owners every day. He is in a posi- 
tion to determine whether or not a 
man needs a new car. There are 
scores of times when, in his daily 
work, he can dig up live prospects 
without interfering with his regular 
duties. We are making it worth 
while for him to do this for us, and 
the number of prospects coming in 
show that we are on the right track. 

“Wherever a contact may be made 
where persons meet automobile own- 
ers every day, such contact should be 
established. When every effort is 
put forward and salesmen begin to 
put in a day's work rather than 
specialize on rest periods, then sales 
begin to increase and business is 
better. 

“We have sold thirteen cars this 
month during the same time that 
it took us to sell five last month. 
We have more prospects here than 
we have had in some time, and our 
salesmen are all busy from morn- 
ing until night. Working through 
service stations and house-to-house 
canvassing is bringing us good re- 
turns.” 


Classified 


Advertising 


Classified Rates 5c Per Word 





WANTED—GRADUATE ENGINEER 
Familiar with automotive field, qualified 
to introduce a new product to the auto- 
motive industry. ox 286, Automotive 
oat News, 350 Hudson Street, New York, 


expansion in refining facilities. How- 
ever, when gasoline production is 
compared with refinéry growth, it 
becomes evident that the refining 
capacity has grown more rapidly 
than the consumption of refined 
products. The potential capacity of 
the refineries to produce gasoline 
has increased several fold in the 
last ten years, even outstripping the 
rapid increase in demand for this 
product. This has made it necessary 
for most refineries to curtail their 
operations and there are very few 
plants which have operated at ca- 
pacity for any length of time within 
the last year or two. 

For the year 1930 the average total 
capacity of the operating plants 
amounted to 3,673,000 barrels and 
the daily average crude throughout 
was 2,541,000 barrels. This indicates 
that the refineries operated at an 
average of 69 per cent. of their 
capacity. In 1928 and 1929 the re- 
fineries operated at an average of 
79 and 78 per cent. of their capacity, 
respectively, which indicates a 
steady growth in the amount of idle 
equipment. 

On January 1, 
refineries in thirty states. 


1931, there were 
There is 
a small plant located in the Katalla 
field of Alaska, but this plant is not 
incuded in the Bureau of Mines 
Survey. Texas continued to lead in 
number of refineries, with 98: Cali- 
fornia was second in number, with 
69. From the standpoint of capac- 
ity California ranked first, with a 
total of 927,180 barrels, as compared 
with a total capacity of 860,875 bar- 
res for Texas. Although the plants 
located on the Texas Gulf coast 
| compare favorably in size with the 
largest found in California, the 
large number of smal] skimming 
plants in north Texas greatly re- 
duces the average. Practically all 
of the States recorded an increase 
in total capacity in the year 1930. 
This resulted both from the con- 
struction of new plants and through 
the enlargement and modernization 
of others. 

Perhaps the most important ac- 
complishment of 1930 was the in- 
crease in gasoline yield of from 39.3 
per cent .in 1929 to 42 per cent. in 
1930. The chief factor leading to 
increase in gasoline yield in 1930 
probably was the further gain in 
the use of pipe stills and bubble 
towers. 

The results of this survey are 
given in Information Circular 6485, 
which lists all petroleum refineries, 
giving data as to location, daily ca- 
pacity, and type of plant. Copies of 
this circular may be obtained from 
the United States Bureau of Mines, 
Department of Commerce, Wash- 
ington, D. C. 
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Sell Trucks ana 
Make Money 





Many passenger car dealers are maintaining 
their profits and sales volume by selling motor 
trucks. The amount of money necessary to handle 


the Stewart line is astoundingly small. 


Liberal Dealer Discounts 


Stewart offers a complete line of quality 
trucks at moderate prices, with liberal dealer 
discounts. There are thousands of Stewarts in use 
in more than 600 American cities and 86 foreign 
Gtowaet 2% Tea~Stake Body countries. Write or wire for complete informa- 


tion, catalogs, prices and discounts. 





Chassis Prices $695 to $5700 
Capacities 1 to 7 ton with a 
Wide Range of Wheelbases 


MOTOR TRUCKS 


Established 1912 


STEWART MOTOR CORPORATION 
BUFFALO, N. Y. 


In Canada 


STEWART TRUCK CORPORATION OF CANADA, Limited 
FORT ERIE, ONTARIO, CANADA 


Stewart Trucks Have Won — By Costing Less To Run 








Stewart 7 Ton—Tank Body 


All Prices f.o.b. Buffalo, N. Y. 
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Fine Car, 





(Continued f 

“better automobile at a lower price,” 
as he card-indexed it 

While the colonel got busy de- 

signing such Mr. De Vaux 

perfected his organization, taking in 





a car, 
as the 


a production genius, who started 
the installation of equipment in the 








operation April 1—seven weeks in 


all 
In a way I am putting the cart 
before the horse, getting the factory 







the De Vaux was introduced to the 
industry at the New York show. 
That's a story by itself, almost; of 
how De Vaux and Hall went to New 
York 







ings of the future De Vaux six to 






their rooms more than 200 distrbu- 
tors and dealers clamoring for ter- 
ritory because of the faith they had 
in the two executives 

While the photographic exhibit 
was going on a hand-made De 









Hard Work Earn! 
De Vaux Its Quick Success | 


third man George R. Scott, | 


Grand Rapids plant on February 7 | 
and who had the assembly line in| 


into production before telling how | 


located in a suite at the Com- | 
modore and, with only wash draw- | 


show to those interested, brought to | 
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inder Cadillacs in Toledo. He 

| switched to Buick, and a little later 
|he was a Buick distributor on the} 
| Pacific Coast. Later he was made} 
northern California distributor of 
the Auburn, following which he was 
a Reo distributor. 

Becoming Chevrolet distributor in 
northern California in 1914, he} 
made such a reputation that in|} 
| 1916 when it was decided to build | 
a Chevrolet manufacturing plant in | 
|}Oakland, De Vaux became part | 
owner, president and general man- | 
ager of the Chevrolet Motor Com-| 
pany of California. General Motors 
| bought out De Vaux in 1921, but 
| retained him as president and gen- 
| eral manager at a salary of $60,000 
a year and a share of the profits. 


When Durant came out with the, 
Star, De Vaux took on that line. and 
in 1925 the Star Motor Company of | 
California and the Durant Motor | 
| Company of California were merged, 
with De Vaux at the head of things. | 

While De Vaux was proving his / 
salesmanship in so convincing a 
manner, his future partner, Elbert 
Hall, was steadily climbing, too. 
Starting twenty-seven. years ago 









DE VAUX 


pids, “Mich. 



















Vaux was being rushed through for 
the Chicago show. It was done in 
time and the company made its 
formal debut in the big lobby of the 





with the Pioneer Auto Company of | 
San Francisco, his mechanical skill | 
so great that he started his| 





was 






Auditorium Hotel, where it was | OWn repair shop, following this up| 
viewed bv from 50,000 to 60,000| by building an automobile himself. | 
people. This was where General | It was a racing car called the Sun- 





Sales Manager R. H. Mulch came| Set and it proved an immediate | 
. success. In 1908 Bert Scott induced | 


into the picture. He had a chance | : 7 
Hall to build a car for him and out}, . . ‘ , . 
of that came the Hall-Scott Motor| thing about Jim Houlihan, part of 


Company, destined to considerable | the family, although he hangs out 
fame after Hall had demonstrated | his own shingle as advertising coun- 
he knew as much about aviation |S¢! for the company. De Vaux and 





PLANT 


















































engineering as he did about auto- | Hall brought Houlihan from Los 
mobile construction. Not only that,| Angeles to plan the big national 
but he could turn his hand to en- | advertising campaign which has 
gineering marine speed boats, gas- | Played such a prominent part in 


the successful launching of the De 
what have you? | Vaux. The Houlihan agency is now 
Hall’s big moment came during| located in Grand Rapids, with 
the war when the government locked| branches in several of the Pacific 
him up in the same room with| Coast cities. And with his chief in 
Jesse Vincent to design the Liberty| the East is Vice-President Al Wad- 
aviation motor. The two great en-| dell, carrying on with customary 
gineers worked twenty-four hours a| California vigor. 
day on this, and the result was a| Summing it all up, one feels that 
twelve-cylinder engine for our air|}the De Vaux success has demon- | 
forces. |strated that even in these days of 
Col. Hall also has been consulting | automobile combinations there is 
engineer for Henry Ford, and in! still opportunity for an independent 
1922 he was commissioned to design! concern to break in and get a slice 
a six-cylinder engine for Buick. of the business, provided it has the 
So much for the personnel of the} right product, an experienced man- 
company, but the story would be} agement and the confidence of the 
incomplete without saying some-/ dealership at large. 


oline motor coaches, tractors and 


AUBURN CAR SALES | 





Auburn registrations in the report- 


R, H. MULCH 








ne Rs aie a ing states for June with June, 1930, | 
o do his stuff at last, and how he and May of this year: 
did it! Thoroughly trained in De} iN JUNE CONTINUE June, June, May, 
Vaux methods and ideals in the old 1931 1930. 1931 
Star days, he had little difficulty in | Arkansas ........ 1 2 | 
rallying to his standard many of | 10 SET FAST PACE Delaware ........ 5 6 
the leading distributors of the coun- | ; Illinois ..... pean cee 68 445 
try, so that when he actually went! New York, July 21.—Retail sales Indiana .........126 36 190 
oe = - — of — ;}of new Auburn passenger cars in Maryland ....... 54 12 36 
uction in Apri e big map in his oat , ains Minnesota ....... 
office at Grand Rapids carried red | ume continued to ant wp marge —- cee” eae 7 ; * 
thumb tacks at most of the key | over the corresponding period of North Dakota... 5 1 8 | 
cities of the country. |last year in the first twelve states couth Carolina... 14 0 5 | 
As matters stand today he has to report June registrations and the Utah ............ 11 9 3 | 
60 per cent. of territory allotted. He | nistrict of Columbia, which also has West Virginia.... 28 6 43 
has sixty distributors in the Grand soneeted ! Wisconsin ....... 16 19 148 | 
Rapids sector and they have 400 oe r : ‘ E Dist. of Col....... 40 11 44 
dealers appointed. The Oakland} Auburn registrations in the re- a eee). oe eee 
plant exercises control over the Far} porting states totaled 682, as com-, -otais ........ 682 176 1,013 | 


West, the Pacific Coast, Idaho, part 
of Montana, Utah, Arizona and Ne- 
vada and has something like 200 


pared with 176 for the same states 
in June of last year, a gain of 287, 
per cent. The May registrations in 


Here are the comparative regis- 
trations for the first six months of 
this year and last: 


dealers enrolled. these states were 1,013, the seasonal 1931 1930 
In getting such a strong represen-/ decline amounting to 32 per cent. Arkansas w 3 8 
tation, Mulch has worked with a For the first six months of this pelaware ............ 24 30 
comparatively small force. There are} year Auburn registrations in the Tlinois ipa cokers 2.059 590 
only five in the sales department | reporting states amounted to 4,203.) tndiana................. 661 244 
and in consequence the five, in-/as against 1,301 in the first half of Maryland ater res 197 59 
cluding Mulch himself, are on the! Jast year, an increase of 223 percent.'yginnesota .............. 283 67 | 
bs go most of the time. There has been| In all of the twelve states that yaontana ............... "30 29 | 
no rush to hand out all the territory, have reported, but one, June sales North ther aati 21 “4 | 
it being the Mulch policy to make|of new Auburns exceeded those of South Satine Pek ate 29 0 
the appointments only as production | the corresponding month of last Utah ce 39 53 
increases. As a result of this, those| year, and in this state, Arkansas, West Virginia .......... 134 os | 
distributors who have been ap- | registrations were the same this bebe ay near es 531 126 | 
pointed are being given cars in keep- | year as last. In Maryland, Montana pjctrict of Columbia. 206 ~=—«64. | 


ing with their needs. Mulch sees to | 
it that stocks are kept liquid; dis- | 
tributors are not allowed to over- Registrations of Auburns in the 
Stock. A two weeks’ turnover, he|first six months of this year ex-| 


and South Carolina June sales of 
Auburns were higher than in May. 


Totals........ . 4,203 1,301 | 


REGINALD F. WILLIAMS 





| be revoked immediately. 
'to the attention of this office in which vehicles involved in 


| period last year. 


‘equipment examination during 1931. 
ition stations, however, 


‘opportunity to have their safety equipment rechecked. 





No. 3 of De Vaux Company, at Oakland, Cal. 











Contemporary Comment 


HE story is that within the next month or so Henry 

Ford will dramatically introduce an “Edison Eight.” 
Price, it is said, will be well under that of any other eight- 
cylinder automobile. Construction, Printers’ Ink learns 
from unofficial sources (and the report of any new car is 
vigorously denied by officers of the Ford Motor Company), 
is proceeding with the utmost secrecy. 

As one newspaper executive points out, nothing will be 
known about the new car or the new campaign until about 
two or three hours before the copy is given to the newspapers. 
Even they won’t know the news much sooner than anybody 
else. In other words, Ford is running true to form. He is 
one of the world’s leading experts at keeping his projected 
plans a deep secret. Witness the sensational introduction 
of the Model A Ford. 

Edison Eight or no, it is more or less an open secret 
that something big is under way and that newspapers, maga- 
zines and farm papers may expect to be running sizable 
schedules before long. It is said, also, that a large radio 


advertising program is being worked out.—Printers’ Ink. 
‘ 3, 
a> extensive road check just completed by motor vehicle 
inspectors shows that practically 100 per cent. of the 
cars and trucks registered during the first four months of 
the year have now been inspected. 
The safety of the public demands that the registration 
of any motor vehicle found being operated on the highways 


with defective equipment, and which has not been inspected, 
Several cases have recently come 





fatal or serious accidents were being operated with defec- 
tive brakes. 

The records for the first half of 1931 show that, while 
registrations have only increased 1 per cent., motor vehicle 
fatalities are 6 per cent. greater than for the corresponding 
No possible remedy that will help to 
reduce this terrible toll of life and limb will be neglected by 
this department. Every motorist can do his part in pre- 
venting death and injury on the highways by keeping his 
car in good condition and then operating it carefully. 

Motorists who have already had their cars inspected 
are not required by the periodic inspection regulations which 


'went into effect last year to submit their cars for another 


Our official inspec- 
are now permanently organized. 
They are authorized to conduct inspections and issue cer- 
tificates at any time, whether a car has been previously 


| inspected or not. 


I hope that many motorists will take advantage of this 
No 


holds, reduces dealers’ overhead. \ceeded those of the corresponding | 


| motorist with proper regard for his fellow drivers will 








When I say that De Vaux and 
Hall are no novices in the automo- 
bile business I have facts to back 
up the statement, for few executives 
have the backgrounds these two 
have. De Vaux goes back to 1900, 
when he started selling single-cyl- 

















period of 1930 in ten of the twelve | Jew York, July 21—Reginald F.| operate a car upon the highway with inadequate brakes, or 
states and the District of Columbia. | Williams, a representative of the| with headlights which, because of inadequate light or dan- 
nese States were inois, ary-| Auto Car Company, with offices at | : lar < inc 7eni 
land, Indiana, Minnesota, Montana, | 523 West 23d St., died suddenly on | oa ade ad tea Miabouie alain mee ee 
| © eam . . ’ 


North Dakota, South Carolina,}| Wednesday of a heart attack at his ° ’ : ° 
Utah, West Virginia and Wisconsin. | home 39-02 214th Place, Queens, in | eyed —- Commonwealth of Massachusetts, in United 
tates Daily. 


The following table compares ‘his fortieth year. 





—— 


New Jersey 





AUTOMOTIVE DAILY NEWS, WEDNESDAY, 
= = > — [ = —_ 


Dealers Report 


Used Car Sales Holding Up | 


(Coninued from Page 1) 


the Hoover plan will restore the 
average man’s confidence in a great 
measure. He also believes’ that 
business will be greatly stimulated 
by it. 

All of the world markets 
given a chance to recover, and our 
export trade will no doubt show a 
favorable increase. More important 
than this, however, is the return of 
faith which the plan seemed 
effect in the minds of the general 
pulic. 


will be 


The attitude of De Angelis Broth- | 
ers, dealer for Nash in New Bruns- | 


wick, is typified by a cartoon which 
hangs on their office wall, entitled 
“Stop Kicking and Stand Up.’ The 
drawing depicts two people in a 
stream of water called “Depression.” 
One of the men, “Optimist,” is 
standing on the bottom, with his 
head and shoulders above the water. 
The other, called “Panicky Pessi- 
mist,” has his feet off the botttom 
and is floundering about helplessly. 

Harry De Angelis says that busi- 
ness is improving. He stated that 
business is about on a par with that 
of last year and that the concern 
has not laid any one off in the shop 
during the depression. 

Mr. De Angelis believes that the 
Hoover debt suspension plan will 
encourage the general public. He 
stated that it will at least aid tem- 
porarily, giving nations and _ indi- 
viduals time in which to relax and 
recover. 
Stimulate our foreign trade. 

Ernest Meyer finished high man 
in the De Cozen Motor Company, 
Newark, June sales contest and ex- 
ceeded the quota set for the month 
by a safe margin. Meyer, who was 
high man from the second week on, 
remained in that position until the 
finish, although several] times dur- 
ing the month it looked like Joe 
Waskie or Bill Deehan, tied for sec- 
ond place, would beat him to the 
tape. Bill Riordan finished fourth, 
and J. Carson fifth. The remaining 
men were closely bunched, directly 
behind the winners. 

Jack Birnbaum, a member of the 
sales staff of the United States Mo- 
tor Sales Company, state De Vaux 
distributor of Newark, was again 
high man in the June sales contest 


inaugurated by J. H. Heckathorn, 
retail sales manager. As usual, 
Birnbaum was closely followed by 
Bill Houck and Sydney Katz. This 


is the third consecutive month that 
Birnbaum has emerged victorious 
since joining the local sales organi- 
zation. 

Horace A. Bonnell of the Bonnell- 
Mason Company, Oakland-Pontiac 
distributor at 360 Central Ave., 
Newark, has returned from Detroit 
and Pontiac, where he joined with 
eleven other Oakland-Pontiac deal- 
ers in conferring with factory offi- 
cials. The group represented every 
section of the country and were in- 
vited to the factory to discuss mat- 
ters of mutual interest. These dealer 
representatives were selective on 
their respective standings as good 
business men in their dealings with 
the factory and the public 


Alfred De Cozen of the De Cozen | 
Motor Company, Chrysler distribu- | 


tor in Newark, spent the best part 
of this week in Detroit at the 
Chrysler factory. The purpose of 
the trip was to speed up shipments 
of Chrysler and Plymouth cars, for 
distribution in New Jersey, and par- 
ticularly on the new de luxe five- 
passenger coupe, introduced as an 
addition to the de luxe line on 


July 1, and on all models of the} 


Plymouth line. 
Joseph K. Heckathorn, well known 


to | 


He also believes that it wil] | 











in automotive trade circles, has 
joined the Newark retail sales or- 
ganization of the Durant Motor Car 
Corporation at 496 Central Ave. Mr. 
Heckathorn has behind him over 
fifteen years of retail sales experi- 


ence. He was formerly with the 
Durant Motor Car Company from 
1922 to 1927. Lately he was con- 
nected with the United States 


Motor Sales Company of this city. 
Clyde Mason of J. W. Mason & 
Sons, Newark, has just returned 
from a visit to the Peerless factory 
at Cleveland. 
Philip A. O'Neill, officer of Ira C. 
Jones Company, Studebaker dis- 


tributor at 1015 Broad St., Newark, 
went to Albany Monday to take 





| O'Neill 


over the distributorship in that city 
of Studebaker automobiles. A pri- | 
vate dinner party was given him | 
Friday by his friends at the Hotel 
Winfield Scott, Elizabeth Mr. 
came to the Ira C. Jones 
Company eight years ago, when he 
started work in the accounting de- 
partment. Since then he has risen |} 


BELLS BACK IN BROOKLYN 


AS GRAHAM DISTRIBUTORS 


Brooklyn, July 21.—Announce- 
ment is made that James and 
Arthur Bell have returned here 
after an absence of six years. The 
Bell Brothers have taken on the 
Graham line and will operate as 
direct factory distributors for all of 
Kings county. 

Bell Brothers step into the terri- 
tory heretofore controlled by a 
Graham factory branch, taking po- 
session of both the sales headquar- 
ters at 1275 Bedford Ave., and the 
service station at 967 Atlantic Ave 
The personnel of the present Gra- 
ham branch will be retained. as far 


'as can be ascertained, although A. J. 


to be vice-president and general | 
manager. 
MARMON DISTRIBUTORSHIP 


ORGANIZED IN PITTSBURGH 

Pittsburgh, Pa., July 21.—Forma- | 
tion of a new organization, to be 
known as the Pittsburgh Marmon|! 
Company, to take over the Marmon 
distributorship in southwestern 
Pennsylvania, has been effected. 
Temporary headquarters have been} 
established at 5847 Center Ave. 


The | 


new company will open permanent| while at the same time they sold | 
to | the 


While | Company, dealer, 
‘operating in Philadelphia the Bells! 5647 Walnut St., Philadelphia. 


headquarters in August, and ample 
facilities will be provided for prompt 
and efficient sales and service. 





Wise, formerly in charge of Graham 
retail sales in Brooklyn, will con- 
fine his activities to wholesale 
operations for the entire Long Is- 
land. 

From 1919 to 1925 the Bells were 
active Brooklyn automobile dealers 
handling the Oakland line. From 
Brooklyn the Bell Brothers moved 
to Philadelphia, having purchased 
the Oakland branch in that city, 


establishment 
Company. 


their Brooklyn 
Stratton-Bliss 


| erented many new selling records, 


JULY 22, 1931 


delivering approximately 4,000 cars 

per year during their stay in that 

city 

AKRON DEALER FORMS 
PLYMOUTH SALES UNIT 


Akron, O., July 21 Organization 
of a separate sales force to handle 


Plymouth cars at the V. C. Kibby 
Motor Company has been an- 
nounced. C. E. Mankin will be in 
charge The Dodge sales staff of 
the Kibby company will remain in- 
tact 

Mankin, until recently, had been 
with the Studebaker organization | 


for eighteen years, representing that 
company in New York and Detroit, 


and more recently in Akron as a 
dealer 
The Plymouth sales organization 


at the Kibby company will have 


personnel of ten men 


a 


OLDSMOBILE DEALER BRANCH 
OPENED AT LANSDOWNE, PA. 
Philadelphia, July 21.—The War- 

rington Motor Company, 88-90 East 

Baltimore Ave., Lansdowne, 


West Philadelphia 
doing business at 


Oldsmobile 
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ELL MORE SPARK PLUGS—INCREASE 

YGUR PROFITS—by proving to your cus- 
tomers when plugs should be replaced. They don’t 
have to take your word for it—they see for them- 
selves how their plugs test UNDER COMPRESSION 
—the only test that approaches actual operating 
conditions in the motor ... Results with the De- 
fiance Spark Plug Tester show that dealers sell 
more plugs in a single day than they ordinarily 


sell in a week. 


You can do the same .. . The De- 


fiance Spark Plug Tester is a thoroughly proved, 
scientific, efficient device for testing spark plugs 


UNDER COMPRESSION. Customers actually see 


Ce 
SPARK PLUG TESTER 





“ » 
TY 


Pa.., | 
has been established as a branch of | 





11 


| GRAHAM NAMES KENNADY 
MANAGER IN OMAHA AREA 


Detroit, July 21.—The appoint- 
ment of Henry Kennady as Omaha 
district manager for Graham 
and Paige commercial cars has been 
announced by C. W. Matheson, 
general sales manager of the 
Graham-Paige Motors Corporation. 

Mr. Kennady has been actively 
;} connected with the industry since 
1908, when he began with the 
Studebaker company at South Bend. 
|Later he served four years with 
| Dodge Brothers as district manager. 
He has also had experience as a re- 
| tailer, having conducted a success- 
ful dealership at Memphis, Tenn. 
Before joining Graham-Paige, Mr. 
Kennady was Chicago regional man- 
ager for Reo 


cars 


| GORRELL INSPECTS STUTZ 
PHILADELPHIA DISTRIBUTOR 
Philadelphia, July 21.—Col. Edgar 


S. Gorrell, president of the Stutz 
Motor Car Company of America, 
visited the local distributorship, 


Stutz Philadelphia, Inc., inspecting 
the sales and service facilities of 
| this newest member of the Stutz or- 
ganization, with which he expressed 
‘himself pleased. 








The Defiance Spark Plug Tester is complete, ready for in- 


stallation; electrical connections 


current supply: coil: 
to air line... Safety features are 
foreign patents Attractively 


Trimunings nickel plated, A qual 


performance of their plugs a 
ing is Believing . . . Hundrec 


transformer; 
chamber, air gauge and needle valve with fittings to connect 


‘vr plugging into regular 
Jor plugging e 


button; compression 
fully Po ted by U.S. and 


finished in orange Duco. 
ity product of proved rel" 


s they are tested. See- 
ls of Defiance Testers 


are already in use by service garages, filling sta- 


lions, super-service stations, 
service deparimenis. Fleet 


new car dealers and 
owners also use the 


‘Tester to accurately check condition of plugs and 
thus control replacement costs of this important 
maintenance item... The Defiance Tester is just 


as important a piece of shop 


equipment as devices 


in general use for testing other elements of the 


ignition sysiem. 


Write or wire for complete in- 


formation. Defiance Spark Plugs, Inc., 326 - 20th 


Street, Toledo, Ohio. 





| INDIANA S. A. E. BOARD 
PLANS SERIES OF EIGHT 
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tainment are to be provided for the | ‘optional 














NEWS BRING RESULTS Her—Hershey Mfg. Co., Chicago, ter, N. ¥, 
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Wal—Waltham Watch Co., Waltham, Mass | AC—AC Spark Plug Co., Flint, Mich 





"Passenger Car Equipment and Accessories 
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Indianapolis, Ind., July 21.—Plans § © i § 3 3 at st a sae g | g & | @ 
for the fall and winter series of ; 3 2 ' ‘ «é 2 2 = es | i g 5 | = 
i NAME AND z a= ue on a —~ oe or So = = he 
meetings were tentatively formu-| “ME A. 2 Oo. a | ao a e ~ 1s a #5 Ln ) E g 
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erning board of the Indiana section, x z s 2 i ¢ = $$ # i Ss ae e ss = | 3 $ § | s 
Society of Automotive Engineers. no oO a § md | Wh % ns : Uw > | smh 7 Bn nis a eile ne 
The first of the eight meetings, it = : os = = = 
was announced, will be held late in| Auburn 8-98 Ste — | K-S ; Ele Cha _ USL ! — Cas | No No , Mim Ind Ind ‘ape | Cen Cen Day Lov 
September, with discussions prob- | Austin NE — | K-S BS | Cha USL j; — —_i— — } Duc - -- —j— , Cen Cen - Own 
ably centering about developments | giick 8-50 | AC eee l K-S_ Her. ACG **}AC — | Tern — |Duc Gui. Gui iat — ~t Wol Wol K-H Lov 
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University, presided over the ses- Chevrolet ee DR. AC _ © 5 ae - Tern _ = | Duc Gui * eee Seow iOwn Own ; Own Lov 
sion. which was attended by A. J.| Chrysler 6 | NE — Mot-M DR} AC Wil Yes - — — | Ditz Cor Cor Optj— ;— —!i— Lov 
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the Indianapolis Tire Dealers’ Asso- Packard 902 |NE Jag | K-S — | Cha Pre , Mot-M Cas | — — | Dite Hal — LOF|— Cen Cen | MotoW Lov 
ciation here in a meeting called by | Packard 903 | NE Jag | K-S — | Cha Pre , Mot-M Cas | — — | Ditz Hal'— LOF|-— Cen Cen | MotoW Lov 
that body for the discussion of Packard 904 cm _| NE Jag | K-S a _| Cha A Pre | Mot-M Cas ! Ne Sana Diiz Hal | — _LOF i—_| Cen Cen MotoW Lov 
problems affecting the local trade. Peerless Stand. 8 | AC — | Mot-M_ BS | Cha Wil | Mot-M Cas | — No | Val Cor | Cor Dup | No Cen Cen Bimel Gab 
No announcement of developments | Peerless Mast. 8 |AC Ster | Mot-M_ BS | Cha Wil | Mot-M Cas | — No Val Cor Cor Dup| — Eat Eat : Bimel Gab 
was made following the meeting of Peerless Cust. 8 AC Ster | Mot-M BS | Cha Wil | Mot-M Cas_ GR No Val _Cor Cor Dup {— Eat Eat | Bimel Gab 
the association, which has been es- | Pierce-Ar'w41-2-3, NE_Wal|** ‘Her | Cha Wili** | |NE'VS VS} Mim — Gui LOF|—"/ Eat Eat {Budd Lov 
a oes _ throughout this| Plymouth | NE __=—!Y¥es  Sha/aAc Wil [— -|-—- _ — {Due Cor; Cor —]— Gen Gen } : ~~ Loy 
wll a ceakaueuaiie "Gt ae Pontiac _j{ AC — | AC BS AC DR | — — Tern Tern | Duc Gui! Gui —|-— Own Own K-H ~ Lov 
‘ uA c ‘ { < — ey as — —<—<—$$—$—$_—— oo - - a 7 —— Se ——_——_- =_ 
tires Reo Royale 8-35 | Ste Elgin) K-S DR Cha Wil | AC Yes ‘ Yes “No | 3 Gui | Gui t | No CG CG | MotowW Lov 
The national secretary also was | R®® Royale 8-31 | Ste No | K-S DR Cha Wil AC Yes Yes No | + Gui | Gui No i CG CG | MotoW Lov 
the guest of the Indianapolis desi. feo 8-21 Ste No | K-S DR Cha Wil | K-S No | No No | — as No 'No | CG CG |{.- Lov 
ers at a golf tournament and outing Reo 6-21 Ste No | K-S DR Cha Wil K-S No | No No | — ’ : No! No | CG CG = Lov 
held at the Broadmoor Country | Bee Fly's C'd 625’ Ste ___— | K-S DR | Cha Wil | AC Yes| Yes No/t  —{Gui_ _t]|No 'CG CG | Motow Lov 
Club the preceding afternoon, when Studebaker Six Ste No !K-S Yale Cha Wil : Ste — | No No | * Ind | Ind —|No_ Ste Ste; K-H Lov 
dealers, branch managers and sales Studebak’r Dict. 8 Ste No | K-S Yale Cha Wil | Ste No | — No | * Ind | Gui —|No_ Ste Ste | K-H Lov 
executives declared a holiday for the Stud. Com. 8-76 Ste No | K-58 Her | Cha Wil | Ste . i No;* Gui | Gui a Ste Ste | K-H Lov 
tournament and banquet. A large | Stud. Pres. 8-80 Ste NH | K-S Her | Cha Wil Ste Cas | * No! * Gui | Gui t+} No Ste Ste | K-H Hou 
list of handsome prizes donated by Stud. Pres. 8-90. Ste NH! K-S_ Her | Cha _ _—'Wil | Ste Cas | * No | * Gui | Gui t| No Ste Ste | K-H- Hou 
various Indianapolis business firms Stutz LA Ste Wal? Mot-M DR | Cha Pre | Mot-M Cas ;No Lin | Val Ind |— Dup! — Buck Buck | Motow Gab 
attracted unusual competition on Stutz MA Ste Wal Mot-M Her | Cha Pre | Mot-M Cas | Lin Lin | Val Ind | — Dup | — Stan Stan | K-H Gab 
the golf course. Stutz MB . Ste Wal | Mot-M Her | Cha Pre | Mot-M Cas ; Lin Lin | Val Ind | — Dup | — Stan Stan | K-H Gab 
Wines ayaa 7 Ste Wal | Mot-M_ Her | Cha Pre | Mot-M_ Cas | Lin Lin | Val_ Ind | Ind Dup | Stan Stan | K-H Gab 
Villys 97-98 D NE Noi K-S Aut-L/Cha USL!No  No|*  No|*  Yes| Yes” aT a *)7 Mon 
ANNUAL PICNIC PLANNED Willys 8-80 D =| NE __ No i K-S_ Aut- -L | Cha USL Yes — | Yes No | * Yes ' Yes Opt| No ;* “77 Mon 
BY INDIANAPOLIS A. M. A. Wiliys-K. 66D NE No|K-S Aut-L|Cha USL | Yes — | Yes No|* Yes | Yes Opt! No |* * 1% Mon 
Willys- K. 95 NE — Yes — | Cha USL Yes — — | Own Yes | Yes Opt! — ° * | Yes Mon 
Indianapolis, Ind., July 21.—The Soe ee ee ee ee - = ee 
snnual "plenie’ of the’ Indianapolis | KEY TO ABBREVIATIONS | ui Sais" 228,02 uumaukee. wm | SMOKING AND vanin SETS || EATER 
utomotive Maintenance Associa- USED IN THIS TABLE) SPARK PLUG Rapids Miche es Core™ Grane | “craft Corp. Grand Rapids, Bich 
tion will be held July 30 at Forest | AC—AC Spark Plug Co., Flint, Mich. | gin Linden ‘Optional. 
Park, Noblesville, near here. it has | > | Cha—Champion Spark Plug Co.. Toledo, O | VS—Van Sicklen Corp., Elgin, fil. **Not standard equipment on Cadillac V-13, 
been announced by Don Herr, pres- | ac--ac s ar SREEDOME Fit, Mich | DR--D R — Cuno—cuno. engineering” Corp. Meriden SUNTERS 
“nt. The 8 according - | NE—Nort as jance C Zoches- | QR--Deico Remy Corp r ASP—Alloy Stee) Products 
a The outing, according to Mr. a n, Bast Appliance Corp., Roches: | gx giectric Storage Battery Co., Philadel- gate, mans Bad—Badger Mig Corp. Milwaukee. 
err, will draw between 400 and 500 Ste—Stewart-Warner Speedometer Corp. | »P!4... ; me ae : | Bit—Biflex Corp.. Waukegan, Ul 
persons. Prior to the drive to No-| Chicago I s P- | Nat—National Lead Battery Co., St. Paul | BODY FINISH Buck—See Cen 
blesville 2 yarade ill | vane" Wertnus makes | Minn. ; | Ditz—Ditzler Color Co., Detroit, Mich. CG—C. G. Spring and Bumper Company 
a paraae wi be held : ex. Pre--Prest-O-Lite Co., Indianapolis. Ind. Duc—E. L du Pont de Nemours & Co. | Cen—Central Brass & Fixture Co., Spring- 
through downtown streets. CLOCK USL—U 8 L Battery Corp., Niagara Falls Philadelphia | field, QO. Also makers of Buckeye bumpers. 
The afternoon program includes | 20°8—Bors Clock Co. | on Y. ne | MIM—Pittsburgh Plate Glass Go. Eat—Eaton Axle and Spring Co.. Cleve- 
golf aiheninehnn ae : | Elgin—Elgin Watch Co bee | se ard Storage Battery Co.. Cleve-| Mur—Murphy Varnish Co., Newark, N. J. land, O ’ 
a ‘ ’ golf, Jag—Jaeger Watch Co., New York city é Jand, oO. | Rin—Rinched Mason Co. Gen—Genera! Spring and Bumper. Detros, 
baseball, horseshoe pitching and! NH—New Haven. See Phi. Various makes~—-Exide, Willard, Delco- | Val—Valentine & Co., New York city. Stan—Standard Stee! Spring Corp 
other c ; for w 7 — Phi—Phinney-Walker Co., New York city. | Remy and USL. | *Various lacquers used. Ste—Stewart-Warner Speedometer Corp. 
er contests, for which prizes will Ster—Sterling Clock Co., La Salle, IL **Both Exide and Delco-Remy used. tUsing both Ditzler and Pratt & Lambert. | Wol—Wolverine Bumper & Spec. Co. 
be awarded. Lighter forms of enter- | TRom—Seth Thomas Clock Co | HEAT INDICATOR STOP AND PARKING LIGHTS | Extra equipment. 
Cor—Corcoran Lamp Co. *Optional. 


Gui—Guide Lamp Corp., Anderson, Ind. WIRE WHEELS 


| 
women FUEL GAUGE | Mot-M—Moto Meter Gauge and Equipment/ Hai_c. M. Hall Lamp Co., Detroit, Mich 
. Corp. vai > . _ spok 
Membership in the association is | AO AC Spark Plug Co., Flint, Mich. | pai al wie. ae Sa ES Se Se oe cagn-eeane Lamp Corp.. Connersville a = ote Ve 
~ S 7 —King Seeley Oorp., Ann Arbor, Mich. | ste—Stew : ; Budd—Budd Wh 
not confined to garage and repair | sfot-M—Moto Meter Gauge and Equipment | Ster— Sterling Clock ae STP =| JB—The Jno. W. Brown Lamp Mig. Co.. MotoW--Motor Wheel Corp. Lansing Mich, 
shops, many automobile dealers, ac-| Corp., Long Island City, N. ¥., and La| US—U. 8. Gauge €o., N.Y. CG. PE mg oS Day—Dayton Wire Whee! Co., Dayton, QO, 
cessory houses and specialty shops | Crosse, Wis. |**Using boh U. S and AC SUsing both Hall or Guide, K-H—Kelsey-Hayes, Detroit, Mich. 
, S | **_pierce-Arrow uses both U. 8. and Kine | Using both Corcoran and Brown otTat ° 
having enrolled. The local associa-|  Seeles Pe . CIGAR LIGHTER SAFETY GLASS a beth Relsey-Hayes and Meter Wheel 
tion is a unit of a state-wide organ- | LOCK | ‘Cigar lighters in many cases are optional | Sec—Security, product of General Motors 1 
ization, € organ aes t-L—Electric Auto-Lite Co., Toledo | equipment, and are not standard on all | Tri—Triplex Safety Glass Co. (tees standard equipment. 
| BS— —Briggs-Stratton Co., Milwaukee. | models; the names of lighters shown in- | LOF—Libbey-Owens-Ford. SHOCK ABSORBERS 
- | ode s5—Blos ome. Delco-Remy Corp.. An- | toate the makes supplied to various car pep— Sune Corp. Gob~Eee Gebzist Compeng, Chovetand, le. 
derson, In | makers. ndestructo—Indestructo Glass Corp. ou—Houde gineering Corp. Buffa 
CLASSIFIED ADVERTISEMENTS —Mitchell Specialty Co., Holmesburg. | Cas—-Casco Products Corp., Bridgeport. | Opt—Optional. N. Y. ° 
IN THE AUTOMOTIVE DAILY — Co **—Using both L-O-F and Indestructo. Loy—Delco Products Corp., Dayton, O, 
DR—Delco-Remy Corp., Anderson, Ind, | NE— ‘North East Appliance Corp., Roches-|*—Using both Security and Duplate. a Auto Equip. Mig. Co., 
Toe, ic 


t—Using both L-O-¥ and Duplate, 


















Insuring 


This report on economical truck operation 


in the wholesale field 


was prepared by the General Motors Truck Company, Pontiac, Mich., 


and is appearing in serial form in Automotive Daily News. 


Copies of this 


eport in pamphlet form are now available at all General Motors Truck 


yompany dealer and distributorships. 


HE experience of hundreds of wholesalers has shown 
conclusively that some method of checking truck cost 


and work accomplishment is 


essential if plans for better 


management are to be successful. 


Merely locating losses and issuing ¢ 


instructions designed to stop them | 


| 


seldom are effective. Sooner or later | 
the old losses reoccur and new losses | 


creep in, unless steps are taken to 
prevent them. 

Some truck operators are inclined | 
to feel that careful control of truck 
operation costs more than it is 
worth. However, truck control need | 
be neither expensive nor burden- | 
some. 

A Simple Plan of Control | 

This statement is borne out by the | 
experience of one wholesaler in the 
Far West who is noted for low cost 
truck operation. This wholesaler, 
handling electrical supplies, keeps 
his truck operation under close con- 
trol with an inexpensive and work- 
able plan involving just two steps: 

1. Keeping simple records of work 
accomplishment. 

2. Keeping simple records of truck | 
cost. 

The facts which this wholesaler 
records regarding his truck opera- | 
tion ar listed herewith. These | 
facts provide all the information 
needed to have a clear picture at} 
all times of the work each truck is 
accomplishing and the cost of pro- 
ducing that work. From these rec- | 
ords, for example, the following im- | 
portant facts can easily be sum- 
marized on a weekly, monthly or | 
yearly basis: 

I. The cost per mile of operation 
for each truck, This figure is vitally 
important in determining the limits 
of the profitable delivery area 

2. The cost per order delivered. 
This is the figure every wholesaler 
must watch. It is the basis of his 
profit on the great bulk of orders 
he handles. 

3. The record of work accom- 
plished by each truck. This item is 
needed to check the efficiency of | 
both the truck and driver in get- 
ting work accomplished. 

4. The record of operating cost for 
each truck. This figure shows what 
trucks are losing money; what 
trucks are economical to operate, | 
and what trucks, in a general wavy, 
will be niost profitable to buy in 
the future. 

5. The cost of repairs and labor. 
This item will show vital weaknesses | 
in truck construction; it will form| 
the basis for judging the efficiency | 
of the wholesaler’s own shop as| 
against outside repair work; or it 
will enable him to test the relative 
cost of getting work done at various 
outside shops. 

6. The cost of truck shipments 
and deliveries as against other forms 
of transportation. Within certain 
broad limits, truck transportation 
offers many economies in the move- 
ment of goods. Whether or not 
trucks can be used profitably for 
new operations will depend, how- 





UTICA-SYRACUSE BUS LINE 

Utica, N. Y., July 21.—The Public 
Service Commission has granted the 
Central New York Coach Lines, 
Inc., a certificate of convenience 
and necessity for the operating of 
motor buses between this city and | 
Syracuse. The Greyhound lines 
were also seeking a similar grant. 


| missioner 


ASKS OHIO BUS PERMIT 


New Comerstown, O., July 21.— 
The Red Eagle Bus Company has 
asked authority of the state Public 
Utilities Commission at Columbus to 
inaugurate a passenger line between 
Dover and Canton and New Phila- 
delphia and Massillon. 


APPROVES BUS SHIFT 


Trenton, N. J., July 21.—A change | 
of routing in the city of Plainfield 
of eight buses of the Public Service | 
Coordinated Transport, operating | 
between and including Plainfield, | 
Metuchen and New Brunswick, has | 
been approved by the state Board of | 
Public Utility Commissioners. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 





ever, on a careful analysis of the 


relative cost of handling goods by 
truck and by other means. 
(To Be Continued) 





SEEKING TO SUBSTITUTE 
BUSES FOR TROLLEYS 

New Brunswick, N. J., July 21.—A 
decision is expected to be handed 
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holesalers’ Profit 

‘BETTER TONE NOTED 


down within the next week by the} 
Public Utility Commission granting | 


the Public Service Coordinated 
Transport permission to substitute | 
buses for trolleys on the Easton 


Avenue-Throop Avenue line. The 
petition of the Public Service came 
before the utility commission with 
no objection being raised. The city 
commission gave consent 
weeks ago. 


CHECK SHEET FOR TRUCK RECORDS 


Any wholesaler can cast the effectiveness of tis truck operating records by running through this sheet and checking each 
stem that = provided for by hia own records, Wherever s check is missing the wholesaler should weigh carefully the 
need for the type of information indicated, and provide for it ft = meeded. Few wholesalers will want to figure all 
of these stems at all tomes. but the Agures should be available f special formation is wanted at any ume 


OPERATING DATA et 


Montt'y 


1WORKACCOMPLISHMENT| |_| 


Total orders delivered 


Tota) mileage traveled 
No. of pick-up hauls 
>. of depot hauls - 
Flours truck werked 
—_— 


die time 


11. COST OF WORK pd 
Total — expense ed 
ran u = aos. 
Chassis fubrication a 
Gasoline 


Repair parts ae - 
Reskuher 


Accident cost—parts 


Aecident cost—labor 
Tire mileage 


Painting = 
Washing 


Total Fixed Expense 
Depreciation ee 
Tnterest on investment 
Licenses 
Taxes _ 
Garage (incl. overhead) 
Allinsurance 


Total Wages 


Cost per mile of operation 


GARAGE MEN READY 
FOR COMPULSORY 
TEST IN JERSEY 


Newark N. J., July 21.—Newark 
garage owners are checking up on 
the proposed compulsory inspection 
of automobiles that may be ordered 
by State Commissioner Harold G., 
Hoffman within a few months and 





All of chase facts can easily be recorded at three pownis Work accomplished should be recorded daily by each individual 
driver. Gasolne and oil purchases and other road expenses should also be recorded on the driver » daily work report 
All other items should be set up on the company books under two heads (1) shop expense, which should be recorded 
daily from shap records or bills; and (2) fixed expense of truck operation which should be set up at the beginning of each 
year for each wuck and broken down on a daily and monthly basis 


attle. “Business continues very good 
with us,” is the report of H. W. 
Kent, president. “The United 


States government, the state High- 
way Department and municipalities 
in the Northwest are apparentlv 
pleased with our equipment, judgi..¢ 
from orders we have recently filled.” 


MIDLAND STEEL SHIPS 
AUTOMOBILE BRAKES 


on how they may be designated to 


make the inspections. 
A law passed last spring prescribes 


that the motor vehicle commissioner | 
shall provide for compulsory inspec- | 
| tion of automobiles upon proclama- | 
tion by the governor, and shall have | 


the appointment of the inspecting 
garage men. 

The inspections are the source of 
considerable revenue to the garage 
men in repairing defects found in 
automobiles. A fee not 


fifty cents may be charged under 


| the new law for each inspection. 


“When the times comes,” the com- 
declared, “any garage 
which can meet the specifications 


the department sets up will be des- | 


ignated an examining station. I am 


desirous of avoiding anything like a | 


racket in connection with this cam- 


paign. 
long enough ahead so that we can 


|check over the places receiving ap- 
| pointments. 
| pointments after garages show their 


I will make the ap- 
equipment on questionnaires we will 
send out. I want to see every gar- 
age in the state apply at that time 
for selection as testing stations.” 


KENWORTH TRUCKS BOUGHT 
BY STATE OF WASHINGTON 
Seattle, Wash., July 21.—Purchase 


by the state Highway Department of | 


Washington of several additional 


Kenworth trucks is reported by the | 


Kenworth Truck Corporation of Se- 


exceeding | 


We will announce our plans | 


Detroit, July 21.—The Midland 
Steel Products Company during the 


me- 
similar 


volume of four-wheel 
chanical brakes for any 
period in its history, except 1929, ac- 
cording to E. J. Kulas, president of 
the company. Shipments for the 
first half amounted to 52 per cent. 
of the total shipments for all of 
| 1930. The company recently has 
| completed the development of a new 
improved axle housing, the 
order for which has just been re- 
ceived from one of the major auto- 
mobile companies. Deliveries on the 
order will begin September 15. 


.argest 


BUSES REPLACE CANTON’S 
ENTIRE TROLLEY 


replaced the entire electric rail- 
| way system which for more than 
twenty-five years has served greater 
| Canton, the Canton Motor Com- 
| pany, holders of the franchise, hav- 
| ing placed them on every line in 
| the city, C. E. Hovis, secretary, re- 
| ports. Much new equipment has 
| been purchased by the bus company, 
in addition to fifteen new units 
placed in operation late last year. 
| Mostly White and Mack buses are 
}in use on Canton city lines, Hovis 
| said. 


several | 


;of new 





IN NEW TRUCK SALES 
IN EASTERN STATES 


New York, July 21.—Retail sales 
commercial cars in June 
took on a decidedly better tone in 
the three Middle Atlantic states of 
Delaware, Maryland and West Vir- 
ginia and the District of Columbia, 
according to the registration figures 


| now availabue in full. 
New truck sales in these states 
j}and the District in June totaled 


1,172, as against 1,231 in the preced- 
ing month, a seasonal falling off of 


only 4.8 per cent., and comparing 
with 1,158 in the corresponding pe- 
riod of last year, a gain of 1.2 per 
cent. This represents improvement 
over preceding months of this year 
in comparative sales. 

For the first six months of the 
year, truck registrations in these 
states amounted to 6,145, as against 
7,562 in the corresponding period of 
1930, a decline of just short of 19 
per cent 

Delaware reported a seasonal de- 


| cline in June from May of less than 


}1l per 


| decline in 


| were less than 1 per cent 


cent. and an increase over 
June of last year of 8 per cent. The 
this state in the six 
months period was 19 per cent. 
Maryland's June registrations 
ahead of 


ithe preceding month and 3 per cent. 


greater than in June, 1930. The de- 


; Cline in Maryland for the first six 
;}months was 25 per cent. 


West Virginia in June saw a sea- 
sonal falling off in new truck sales 
of 12 per cent. and a decline from 
a year ago of 14 per cent. In the 
first six months truck sales were 
down 24 per cent. from i930. 


In the District of Columbia June 


| registrations were 6 per cent. below 


| 
| May, 


first six months of 1931 shipped the 








first | 


- Lipprey- OWENS- FORD 


SYSTEM | 
Canton, O., July 21.—Buses have | 


but they were 31 cent. 


than in June of 


per 


greater last 


corresponding period of 1930. 
The following tables show 
month by month new commercial 


car registrations in the three states | 
and the District of Columbia for the | 


first half of this year, as compared 
with the corresponding period of 


| last: 


With Trucks 


year. | 
In the first six months sales in the | 
District were 26 per cent. over the | 


the | 
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DELAWARE 
1931 1930 
SOUND 6666045000880 70 66 
[PEERS ceivcdincivenss 59 96 
SMEUEL 00666058606000080 108 142 
PEL 0:0.0606004660 608 ¢ 133 145 
BE 6 UeCUNE SCRE E OCHS BOA 107 179 
WD eeidvesse veces 105 97 
SS) inca 725 

MARYLAND 
PEs vraet kwawns . 280 334 
IED, £4.62 0845000000 x 298 452 
PEER. 206006507050 60:4 450 809 
SEE an be0 bi dNaGeen a eek 563 790 
ME Gdes ceedene ae she ous 518 626 
OU Mi xvecseavrs . $23 506 
Totals ..4002 3,517 

WEST VIRGINIA 
January vaees ~ aol 329 
oo A ee 216 267 
SRA See eer 248 424 
EE di wa b hae 2 1a) dws 444 586 
ME 4.0506860 040% baNeuds 391 490 
WE Shaner se sak sava 343 402 
Totals 1893 2.498 
DIST. OF COLUMBIA 

January ...... yor rrr a | 163 
PEERY si cccucwsvadses 112 75 
errr errr 157 131 
MONEE 0465540660004 40000 253 136 
Ee Gece Vaccew ew ed ox ue 215 164 
Pn, Ceuewevien sates ccs 201 153 
DE Sieh ads cans 1,038 §22 


FIVE NEW BUSES OPERATED 

ON NORTHEAST OHIO LINE 

Youngstown, O., July 21.—Pur- 
chase of five new coaches as a cost 
$45,000 has been 
announced by the Northeastern 
Ohio Transportation Company. The 
new buses have been placed in oper- 
| ation on the company’s line operat- 
jing between Salem and East Liver- 
pool. The company plans purchase 
of other new buses for other di- 
visions of its system officials 
of the company said. 


of approximately 


soon 


|4 STERLING TRACTOR TRUCKS 
SOLD TO CITY OF ST. LOUIS 
Wis., July 21.—The 
| Sterling Motor Truck Compan‘ 
filling an order for four tractor 
trucks for the city o: St. Louis, to 
be used for hauJing hook and ladder 
apparatus fez: che Fire Department. 
| The trucks are rated at four-ton 
| capezity and will cost approximately 
| $25,000. 


Milwaukee, 


~ SAFETY GLASS | 


is essential to 


SAFE ‘Tran SPORTATION 


The obvious and necessary protection of Safety Glass has 


Jed to its use in all modes of present day transportation. In 


buses—taxicabs — boats — airplanes —and most important — 


in pleasure cars—Safety Glass is the only protection against 


the danger of broken, flying 


glass. « The public demands 


this protection, A new car not equipped with Safety Glass 


is obsolete before it is sold. 


Libbey - Owens. Ford Safety 


Glass is used by more than half of the automobile manu- 


facturers in the United States because the public prefers it. 


GLass COMPANY, TOLEDO, OHIO 


Manufacturers of Highest Quality Flat Drawn Window Glass, Polished Plate 


Glass and Shatierproof Safety Glass; 


also distributors of Figure d and Wire 


Glass manufactured by the Blue Ridge Glass Corporation ef Kingsport, Tenn. 






Brill ‘lrolley Buses, 


The following are users of L.O.F Safety Glass: Packard, Graham, Stude- 
baker, Franklin, Reo, Willys, Willys-Koight and Ford. It is aleo used im 
Dietrich and Le Beron Custom Bodies, Reo Speed Wagons, Twin Coaches, 





Cincinnati Trackless Trolley Coaches, Bender Bus 


Bodies, Hackney aod Springtield School and Passenger Bus Bodier, White 


School Buses, Stinson Aircraft, Gar Wood Boats and Matthews Cruisera 


Listen to Floyd Cibbons every Sunday evening at 10:15 Fasterm Daylight Time, 
over WJZ and associated NBC stations. 


LIBBEY: OWENS: FORD 
SAFETY GLASS 
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a 
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Complete and Systematic 


By SUMNER 8S. HOWARD 
Director of Service, AC Spark Plug Company 


Putting an engine .-. good work- 5. Valve Clearance — Check for 
ing order requires a complete tune-; proper lash; use feeler gauge. 
up operation. It should be just as 6. Carburetor —Set the _ idling 


complete as a good car wash. Noone | speed and adjust carburetor exactly 
would wash the body of a car and |in accordance with instructions fur- 
leave the wheels, fenders and interior | nished by the manufacturer. 
untouched. Yet there are cases when | An engine tune-up, according to 
an owner drives into a shop com-|the above, has the following value 
plaining that his car is sluggish or and advantages: 

is operating unsatisfactorily, and 1. Better operating engine. Every 
Suggests that the carburetor Of | engine is designed and built to give 
valves be adjusted. Some service |q definite performance. Failure to 
men make these adjustments only.|qdo so is due entirely to improper 


This is a deplorable mistake. | adjustment. 

To condition an engine it should | 2. Better satisfied car owners 
be borne in mind that a complete! -+pyis means more new car repeat 
engine tune-up is absolutely essen- | cole. . 
tial. This requires attention to; 3 gmail outlay of money. Little | 


Spark plugs, ignition cables and bat- 
teries, distributor contact points, to do a good “tune-up” in a shop. 
spark timing, valve clearances and 4. It builds a service contact with 
carburetor. It is futile to hope to|the car owner—a_ satisfied car 
put an engine in first-class shape | owner. 

by adjusting or replacing any one| 5, It can be used as the basis for 
of these items without attending to advertising in bringing the car 
the others. It is true that chang- | owner to the service station. It can 
ing spark plugs will help car per- 
formance appreciably, but much 
better performance will be obtained 
if all of the other operations are 


or no costly equipment is necessary 


| also be used in writing owners a let- 

ter 
and asking 
tended to. 


items 
it 


tune-up 
they have 


specifying the 


that at- 





CYCLE of operations in complete engine tune-up 


attended to at the time the plugs 
are changed. And when valves are to a successful engine tune-up. Fail- 
lashed, and when breaker points are | ure to follow this definite procedure 
cleaned or replaced, the spark plugs is largely responsible, in my opinion, 
as well as the other items in the! for car owners criticizing a service 
tune-up cycle should be inspected. | job. And often the car owner is 
A complete job must be done. | justified in his criticism. It is noth- 
Recently I participated in several , ing but luck if an engine performs 
service Clinics in different cities in | satisfactorily without a tune-up be- 
the United States and Canada, | ing made in a methodical, definite 
which were attended by service! manner that takes in the entire 
managers, their mechanics, and fac- ; range of the tune-up cycle. 
tory service representatives. Illus- | 
trated talks were given on spark 
plugs, carburetors and other parts 
of the engine. after which questions | 
and discussions were invited on any | hand, systematic tuning-up results 
phase of the subjects. |in satisfactory service to the owner 
As a result, I found that many! and he will be a booster for your 
service men were in urgent need of ! service forever. 
Pt ta aaa Pp mens -| fine job of tuning up engines, and 
utels ave a definite sequence, car manufacturers are doing good 
involving six operations, as follows: 
1. Spark Plug—Check for correct 
type of plug; check for proper gap, 
using feeler gauge; replace the plugs 
if used for 10,000 miles or more. 
2. Ignition Cable—Check for de- 


the definite tune-up procedure will 
generally result in an engine that is 
only half tuned up. On the other 


this line, but, nevertheless, the 
'clinics revealed that a large number 
of men do not seem to grasp the 
full value of a complete tune-up. 
For instance, an owner came into 


terioration or breaks. Battery—|a service station while I was there 
Check electrolyte for density and |and said, “My spark plugs need 
level, sufficient water; check for | checking.” The service man checked 


loose connections and corrosion. them. Another owner came in and 


A definite procedure is necessary | frequently poor 


| them do this very thing. 
Failure of a service man to follow 


j}and serious promotion work along} 





3. Distributor — Check breaker; said, “Adjust my carburetor.” The 
point gap, use feeler gauge. Re-j|carburetor was adjusted. Nothing 
place points if pitted or worn too; more was done on either job. Yet, 
much |for a real satisfactory job to his 


4, Spark Timing—Check for cor- the service should 
rect timing; synchronize breaker 


points if necessary. 


| customer, man 


‘entire engine tune-up operation. 


CHROME COVER MADE 
TO PROTECT CHROME 
PLATING 


Chrome-Cover is a product de- 
veloped by the Chromashyne Prod- 
ucts Company, New York city, as a 
preservative of the luster of chrome 
plating and for the protection of 
chrome plating against attacks of 
the weather and salt atmosphere. 

It is made with base oils and con- 
tains no grit or acid. It is water- 
proof and will not run, crack, check 
' or peel or dry out under heat, the 
manufacturer states. 

This new product is a semi-liquid 
and is applied with a brush. It 
dries for handling in about an hour 
jat a temperature of 70 deg. F. It 
| does not rub off with ordinary han- 
dling. 
| It is best removed, when desired, 
by gasoline and kerosene. 


| 
| 
| 


| The chances are that this owner will 
}soon experience poor engine per- 
formance, Then he will come back 
complaining, or quietly go to an- 
other shop, resolving that the me- 

chanic where he took his car first 
does not know his job. This is bad 
for the service department, and is 

an incalculable loss to the dealer. 

Not only has he missed an opportu- 
nity to bind the owner close to him 
through real service but he has ac- 

tually sent eway a customer who be- 

came dissatisfied and no doubt 
highly critical of his shop, and even | 
of the car he sells. | 
The service manager of one of the 
| 





leading carburetor companies says 
that, when he is advised by a dealer 
that a car is sluggish and does not 
obtain standard top speed, his 
service men start with spark plugs 
and rarely indeed find the gap set 
right by the mechanic who has} 
complained about the carburetor. 

A few weeks ago this carburetor 
man had a vitriolic complaint from 
a dealer in an Eastern state. He 
sent a man there who inspected 
eight cars which were said to be 
having carburetor trouble. By mere- 
ly making a complete tune-up, they 
were satisfactory to the dealer. 
Eventually, this dealer brought a 
car that was supposed to justify his 
criticism of the carburetor. The 
dealer himself went home and got 
his son’s car, telling the carburetor 
man that it was surely a case of 
carburetor trouble. The spark plug 
electrodes were burned so badly 
that the gap was nearly three times 
as wide as it should have been. 

This again demonstrates the value 
of a complete engine tune-up in 
sequence. 

The service man should always 
start with the spark plugs and end 
up with the carburetor. Very, very 

performance is 
blamed on the carburetor when the 
trouble simply may be a matter of 
the spark plug or distributor break- 
er contact point gaps or any or all 
of the other items in the tune-up 
cycle. 

It is no secret that most service 
men take pride in turning out a 
good tune-up job. They like to keep 
their customers satisfied. Many of 
Those who 
do not can do so simply by following 
the best practice, which involves the | 
six operations as follows: 

Spark plugs, ignition cable and} 
battery, distributor, spark timing, 
valve clearance and carburetor. 

The complete engine tune-up, 
made in sequence, builds customer 
condidence; increases service rev- 
enue, and results in repeat new car 
sales through the satisfied owner. 

The incomplete, haphazard tune- 
up results in unsatisfactory car per- 
formance, destroys customer confi- 
dence, decreases service profits and 
is a@ breeder of dissatisfied, fretful | 
owners, 
ETCO CORPORATION OPENS 
BOSTON ACCESSORY STORES | 
Boston, Mass., July 21.—Two Etco | 
automobile accessory stores, carry- 
ing a complete stock of tires ona 





automobile accessories, have been 
opened in Boston by the Etco Cor- | 
poration, one located at 6 Canal} 


| have gone through or suggested the| St. and the other at 258 Columbus | ning. 


Ave, 
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Engine Tune-Up Should Be! 4 


‘Maremount Makes Ford 
| Auxiliary Front Spring 
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MAREMOUNT front auxiliary spring for Fords 


Front auxiliary springs for Ford A ; riding and to prevent side sway and 
and AA models are now manufac- | striking on the axle center. 

tured by Maremount Manufacturing Original U-bolts are used for in- 
Company, Chicago, Ill. These springs | stalling the springs without drilling 
are claimed to prevent excessive | alterations. Types are available for 


spring deflection, provide better | 1928-1931 models. 


THERMOID IMPROVED 
BRAKE BLOCK FOR 


TRUCKS AND BUSES 





PE-KO FREE WHEELER 
IS OVER-RUNNING 
CLUTCH TYPE 





PE-KO free wheeler 


The Pe-Ko free wheeler, previous- 
ly announced in the Automotive 
Daily News, is manufactured by the 
Pekin Foundry Company, Pekin, Ill. 
It consists of an overrunning clutch, 
which is attached to an integral part} An improved brake block for high- 
of the clutch, and is self-contained. speed trucks and buses is announce@ 

The outstanding feature of this} by the Thermoid Rubber Company, 
free-whee] device is its locking; In the development of the new 
mechanism, which permits the re-/prake biecks, specially developed 
turn to conventional gears when it/ compounds are utilized which are 
is desired to use the engine 8 4| cjaimed to absorb the braking heat 
brake. This conforms with the/ vet retain the high co-efficient of 
motor laws of all the states, it iS| friction necessary for light pedal 
claimed. pressure. The new blocks are of 

The Pe-Ko lock operates by dis-| the full coverage type. 
engaging the ball race and auto-| The company has also added 
matically returning to conventional | ashestos wicking, constructed of 
gear. The control is located on the| numerous small asbestos threads, 
gear-shift lever and operates) firmly twisted into a 14-inch wick- 
through a flexible cable tested tO/ing “This method of manufacture 
withstand a stress of over 2,400 is sai@ to insure an unvarying 
pounds, the manufacturer states. diameter, and to enable the me- 
The price is $32.50. chanic, by using one or more threads, 


B & W INTRODUCES ro eS a aoe 1/64 inch 
COOLING SYSTEM 





NEW Thermoid brake block 


OTWELL HEATER 
CLEANER DEVELOPED FOR 
outings ang emeand cee| NEW PLYMOUTH 


pany, Toledo, O., for cleaning the 
cooling systems of automobile en-}| An Otwell Health Heater, de- 
Signed to operate in conjunction 


gines. : 
with the new Plymouth power plant, 


The manufacturer states that this} ¥ 
product, used twice a year (once in| is announced by the Otwell Com- 
pany, Detroit, Mich. 


the spring, after draining the anti- 
freeze mixture from the radiator, The Otwell Health Heater is a 
warm air type. It is a combination 


and once in the fall, before prepar- n 
manifold cast integral and replaces 


ing the car for winter) will keep the é ; 
entire cooling system free of all for-| the exhaust manifold on the new 
Plymouth. It will fit the 1929 and 


eign matter, such as hard-water de- 

posits of calcium and magnesium,| 1930 models also, _ 

rust, scale and oil and grease sludges.| This heater is being sold direct 

It is claimed to be non-injurious to| to the Chrysler Corporation for fac- 

the hose connections, gaskets or any| tory installation when desired, also 

mechanism connected with the| through Otwell distributors to au- 
thorized Plymouth distributors and 


cooling system, ym ' 
In use, it is poured into the ra-| dealers for installation on both new 
and used cars. 


diator with the engine running, and 
the car driven 150 to 200 miles, after 
which the cooling system is drained | 
and flushed with the engine run- 
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It is priced at $1 per ounce bottle. 
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| VICTOR OFFERS NEW 


Howe States Patent Appeal CARTER MARKETS NEW scr iit HAND CLEANSER 


System Is Inefficient 


The present system of patent ap- | 


peals in the United States is “the | 
most inefficient, expensive and 
wasteful to be found anywhere,” ac- 





cording to Dr. Harrison E. Howe of 
the American Chemical Society, who 
urges the technologists of the 
country to support the American 
Engineering Council’s plan for a 
single Court of Patent Appeals. 

“Such suits deter production of | 
inventions as well as the investment | 
of capital in the development of 
patents,” declares Dr. Howe, point- 
ing out that patents relating to 
chemistry now compose one-eighth 
of all the patents issued, and that | 
more than 17,000 patent applications | 
now await action by the chemical | 
divisions of the United States Patent 
Office. 

“Technical men generally should | 
rally to the support of the single 
patent court proposal, and, under 
the leadership which we are fortu- 
nate in having, proceed in every 
legitimate way to secure the early 
enactment of the necessary legisla- 
tion. 

“The unattractive alternative is to | 
continue as we are. This means | 
diverting energy from constructive | 
work, the wastage of funds and ar- 
resting progress.” 

The plan for a single court of | 
patent appeals was approved by the 
American Bar Association early in 
the present century, Dr. Howe says. | 
Later the National Research Coun- | 
cil unsuccessfully sought to enact | 
the idea into law. Now the Ameri- 
can Engineering Council, through 
its patents committee, of which E. 
J. Prindle .f New York is chairman, 
has drafted new legislation, which 
will be introduced in the House of 
Representatives at the first oppor- 
tunity. 

The engineering council acted at 
the suggestion of the American In- 
Stitute of Chemical Engineers. The 
National Association of Manu-,| 
facturers has approved the principle | 
of the bill, which is now under 
consideration by various committees 
of patent law associations. 

“Our country,” Dr. Howe explains, 
“is now divided into ten circuits, 
each of which has a Circuit Court | 
of Appeals with final jurisdiction | 
over all patent appeals in its cir- | 
cuit. These courts are independent | 
They are at liberty to decide dif- | 
ferently on the same set of evidence | 
and precedents, and they frequently | 
do. 

“The fact that a patent is suc-| 
cessfully defended in one circuit by 
no means insures that it_will be up- 
held in all circuits. And the original 
infringer may stand suit in another 
circuit, requiring the owner of a 
patent again to go through a long 
trial involving expensive attorneys’ 
fees, scientific experts, and all that 
goes with the modern patent trial. 

“It is not always easy to appeal 
from these Circuit Courts of Appeal, 
for the Supreme Court, with its | 
great volume of work, does not take 
up a patent case unless some ques- 
tion of public importance or an in- 
terpretation of law is involved. 

“The defects of this system are 
apparent and outstanding. Since a 
patent merely grants the patentee 
the right to exclude all others 
throughout the United States from 
making, using and selling his in- 
vention if a single infringer exists 
who has been rendered immune 
by a final decision and an appeal to 
the Supreme Court is impossible, 
the value of the patent is greatly | 
impaired, if not destroyed. 

“The patentee suffers not only 
from the great cost of litigation, but 
he loses a considerable portion of 
the short life of a patent, and, even 
if he succeeds in one district, he 
may lose in another. 

“Patents of a technical nature, in 
which class those in chemistry fall, 
are also at a disadvantage in most | 
courts, because they involve many 
different questions of science and 
engineering upon which most judges 
are unqualified to pass and upon | 
which various judges are pretty sure 
to differ honestly, largely through 











a lack of understanding of the facts. 





are necessary. This change can be 


ROUTER AND HIGH- | made in two minutes, it is claimed. | 
SPEED GRINDER | The router base and shaper holder 


j}can be tilted, which allows the op- 


A new hand cleanser for the shop 


is announced by Victor Manufac- 





“Many other points could be made lerator to make undercuts with| turing and Gasket Company. It is 
against the present situation, but Two new machine tools—a router | standard bits and cutters. | said to be compounded of vegetable 
there seeems no logical argument | and a high-speed grinder—have just | Another feature is the straight | ojls, pumice and other ingredients. 
against an outstanding solution of | been brought out by R. L. Carter and circulat gauge, which is fur- It is packed in metal containers; 
the difficulty, namely, the estab- | Company, New Britain, Conn. |nished with each machine This ; S 

: | available sizes: 10 ounces, 21%, 6, 13 


The router, of more than one/¢auge allows the operator to cut 
horse power, is designed for use in| parallel lines or grooves on straight and 25 pounds. 
automobile and body shops. It is| or circular work. 


lishment of a single Court of Patent 
Appeals where qualified judges, un- 
der permanent appointment, may 


become specialists and dispense jus- interchangeable with other units | The high-speed grinder has a} CLASSIFIED ADVERTISEMENTS 
| tice that shall apply throughout | made by this company. To make a| speed of 18,000 r. p. m. and is driven | IN THE AUTOMOTIVE DAILY 
our country.” shaper out of this machine, it is! by a *s sh. p. motor NEWS BRING RESULTS 




















TRAFFIC TESTED PRODUCTS 


Bumpers 
Shock Absorbers 
Horns, Cigar Lighters 
Spotlights 


Heat Indicators 
Electric and Pointer Type 


Fuel Pumps 
Mechanical and Electric 


Vacuum Tanks 


‘Instrument Panels 
Speedometers 
Oil Gauges 


Gas Gauges 
Electric and Hydraulic 





An Example of Stewart -Warner Instrument Panel 
Craftsmanship — on NASH Cars. 


Let STE WART-WARNER develop 
your Instrament Panel Idea... 


Designed in any style or size 
specified — furnished com- 
plete with the Stewart-Warner 
Speedometer and other traffic. 
tested instruments — ready to 
install, at volume production 
prices. Our Engineers are at 
your command. Stewart-War- 
ner Corp., Chicago, U. S. A. 


No item of interior car equip- 
ment is under more frequent 
observation than the instru- 
ment panel. Make sure your 
panel reflects the quality pre- 
vailing elsewhere in your car. 
Let it be a Stewart-Warner— 
built to surpass your expecta- 
tions by those who know how. 


Built by the Largest Manufacturer of Automobile Accessories in the World 
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DE VAUX 


DISTRIBUTORS and DEALERS 
«+138 Additions Since June | 





(*This figure as of July 10, 1931) 



























Trust the smart, experienced automobile mer- 
chants of America to recognize a money-maker! 
Attracted by the widespread public interest in 
De Vaux, they have investigated — and the facts 
have convinced them: — 


. Good discount. 

Splendid service record in owne 

No factory-set quotas. 

. Territory protection. 

- Low-priced used cars taken in trades. 

- Powerful, exclusive selling points — 
from engineering and style standpoints. 


Aw hw DN = 


De Vaux-Hall progress gains momentum every 


month. Get the franchise facts now — and cash- 
in on the trend to De Vaux and Individuality in 
Ownership! 

AN INDEPENDENT COMPAN Y 
— completely financed — operating on one of the lowest over- 
heads in the Industry — multiple turn-over of materials inyven- 
tory — working executives — strategically-located factories — 


experienced management. 


De 


‘ powered by the famous 
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PRICES RANGE FROM 
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GRAND RAPIDS 


Spscial Equipment Extra 


-Among Recent Appointments Are: 


TERRITORY 
. Monrovia, Calif. 


NAME 
Auburn-Monrovia Co... . . 
Carl & Thisted Co. . . «. « Great Falls, Mont. 
C. W. Ditmer & Sons. . . . Dayton, Ohiac 
Geo. A. Eisworth. . . . . Williamsport, Pa. 
Foster Motor Co., Inc... . . 
Goodwyn Motor Co. . 


John Kolman. .. . 


. Pendleton, Ore. 
° . Bristol, Tenn. 
. Cripple Creek, Colo.) 
. Olympia, Wash. 

. Lewiston, Idaho 
. Portland, Me. 

. Springfield, Mo. 

. Burlington, Iowa 
. Binghamton, N.Y. 


. Winslow, Ariz. 


Northwest Motor Co.. . 
Charles E. Parker . 
Portland De Vaux Co.. . . 
C. O. Petter. »« «© e« e 
Jacob Ringold. . . 

P.C. Walster & Son. . . 
Weaver’s Garage. . . « 


White Plains Motor 
Service,Inc.. . «. « 


. White Plains, N.Y 


70 to 80 Miles An Hour 


UX 075 


ENGINE developing more than 70 Horsepower 





CONFIDENTIAL INQUIRY COUPON 


De Vaux-Hall Motors Corp., 


Grand Rapids, Michigan, Name Ree ie eee aac oe ee 
ot/Oakland, California. 
~~ 
Gentlemen: Send me complete Address 
information about the De Vaux 
Franchise. Now Handling =.» EEE 


